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are accomplished, we preter 
They Earn quote from a recent letter typical 


while They Learn 


HE Peoria Life insurance 

Course is one feature of the 
Company’s Service to Agents. This 
Course does not assuie to make 
every agent a second Harry Rosen 
It does aim to give him a thorough 
understanding of the principles of 
life insurance, the fundamentals of 
selling, and the policies of his own 
Company. 


It furnishes the groundwork on 
which he may build for himself the 
structure of a truly professional 
career. It has the further practical 
obiect of qualifying him to earn a 
satisfactory income from his very 
entrance into the life insurance 
business 


Rather than express our own 
opinion of how well these purposes 


$$$ 


Se 


of many received at the Home 
Office: 


“IT have derived no end ol 
benefit from this Course. I have 
enjoyed the study, although I 
have been very busy trying to 
make a living at the same time 
For a year I tried selling insur 
ance for another company, using 
my rate book and _ whatever 
ideas I had to sell. My success 
was what one would expect 
Irom an inexperienced salesman 


“Since coming with the Peoria 
Life last May, I have written 
an application a week, som¢ 
weeks as high as four. ‘¥ realize 
now that I have much yet to 
learn, but this Course has laid 
a foundation on which I can 
build up my knowledge, and |! 
am going to build just as high 
as is within my power.” 
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ACTUARIAL SOCIETY IN 
SEMI-ANNUAL MEETING 
Hunter Sees Great Danger in 
High Blood Pressure 
Conditions 





DISABILITY RESERVES UP 





Mortality Experience of New York Life 
in Various Parts of the World 
Discussed 


WASHINGTON, D. C., Nov. 
The Actuarial Society of America held 
its regular semi-annual meeting here last 
week. A record number attended the 
two-day session. The members and 
their ladies were guests of the Acacia 
Mutual Life at a luncheon given at the 
Congressional Golf Club. President 
William Montgomery of the Acacia 


Mutual secured the privileges of the 
golf course of the club for the visiting 
actuaries. 


° 
on 


High Blood Pressure Serious 


In the paper on “Mortality o 
paired Lives, No. 5, Systolic, Diastolic 
and Pulse Pressures Higher than the 
Average for the Age,” by Arthur 
Hunter, vice-president and chief actu- 
ary, and Dr. Oscar Rogers, first 
medical “director of the New York Life, 
evidence was presented tending to show 
that high blood pressure is a serious 
condition, more serious perhaps than 
has been thought hitherto, and that high 
systolic or diastolic pressure is appar- 
ently of more importance at the middle 
ages than at the extremely low or high 


of Im- 


ages. 
In his discussion of blood pressure, 
which was based on analysis of some 


65,000 cases issued by the Northwestern 
Mutual, E. G. Fassel declared that his 
mortality study showed that even in the 
early policy years there exists a sig- 
nificant relation between mortality ex- 
perience and blood pressure readings 
and that a constant fluctuation from the 
average pressure produces fully as much 
variation in mortality in the case of the 
high ages as the lower. He also sug- 
gested that systolic pressure furnishes 
a clearer guide in the selection of risks 
than either diastolic or pulse pressure. 


Mortality in Various Regions 


Mr. Hunter’s paper on the mortality 
experience of the New York Life in 
“Cuba, Porto Rico and other West India 
islands, Mexico, the Philippines, Japan, 
China and India, was a continuation of 
the paper read at the spring meeting on 
the company’s mortality experience in 
South and Central America. He de- 
clared there had been a marked mortal- 
ity improvement: -in three countries in 
recent years, a slight improvement in 
Japan but no change for the better in 
India and that mortality had improved 
More in the Orient than in those coun- 
utes studied in the western hemisphere. 

Peaking of the Philippines, he said that 
the experience of the New York Life 

(CONTINUED ON PAGE 21) 








FEDERAL TAXES HEAVY 
REPORT COMPANY PAYMENTS 


Bureau of Internal Revenue Shows | 
$18,553,548 Paid Last Year by All | 
Classes of Insurance Carriers 


and profits taxes aggregating $18,553,549 
were paid by insurance corporations 
last year on their 1924 operations, it is 
shown by statistics compiled by the Bu- 
reau of Internal Revenue. 

Income reports were received from 
1,935 such corporations, 830 of which, 
however, paid no taxes because of the 
fact that their deductible allowances ex- 
ceeded their gross incomes. The total 
of such deficit, the report shows, was 
$148,487,135. The 1,105 insurance cor- 
porations which had a profit for he 
year showed total net income of $158,- | 
591,962, from which they were ans 
deductions totaling $3,646,835 for prior- 
year losses before computing tax. 


| 
WASHINGTON, Nov. 3.—Income | 





Bulk from Life Companies 


The bulk of the tax was received from 
life companies, stock and mutual, 467 of 
which filed returns. Only 93 were ex- 
empt from tax because of excess of de- 
ductions over income, and the other 374 
showed total net income of $115,352,005, 
with deductions of only $22,049 for 
prior-year losses, paying taxes aggregat- 
ing $13,872,056. In connection with the 
net income and deficits of these compa- 
nies, however, allowance should be made 
for the two special deductions from 
gross income permitted life insurance 
companies, which total approximately 
$325,000,000, and represent (1) the ex- 
cess of 4 percent of the mean of reserve 
funds over the tax-exempt interest re- 
ceived by the company, and (2) 2 per- 
cent of the reserve held for deferred 
dividends. 

Fire and Casualty Returns 


stock accident companies 
filed returns, 26 paying no taxes, and the 
remaining 38 reporting $1,553,345 net 
income, with loss deductions of $26,387, 
the taxes paid totaling $185,933. Re- 
turns were filed by 257 stock fire com- 
panies, 137 paying no taxes. The excess 
of deductions over income of these com- 
panies was $18,631,381. _The 120 other 
companies reported net income of $5,- 


Sixty-four 





839,956, with deductions of $733,874, | 
paying taxes of $612,268. Twenty-six 
stock marine: companies reported, 13 


paying no tax and the other 13 showing 


net income of $1,086,788, with loss de- 
ductions of $33,025, their taxes totaling | 
$131,189. | 


Reports from Mutuals 


Returns were filed by 581 mutual ac- 
cident, fire and marine companies, 333 
of which were exempt from tax because | 
of an excess of $100,324,821 in deduc- 
tions over gross income. The total net | 
revenue of the remaining 248 companies 
was $1,060,076, their loss deductions | 
were $28,435, and their taxes were $58,- 
551. . Eighteen fidelity and bonding cor- 
porations reported, seven of which paid 
no taxes, the remaining. 11 having total | 
net income of $437,487, on which they | 
paid taxes of $53,106. This was the only 
class having no deductions for prior- 


| 
year losses. 
insurance companies were | 


All other 


| deductions 


ENTERTAINMENT PLAN 
EMPLOYES TO PARTICIPATE 


Federal Life and Continental Assurance 
People Will Appear at Life 
Officers’ Banquet 


At the banquet to be given at the 
Edgewater Beach Hotel Nov. 16, in con- 
nection with the annual meeting of the 
Association of Life Agency Officers and 
the Bureau of Life Insurance Sales Re- 
search, the major part of the entertain- 
ment will be furnished by two Chicago 
companies, the Federal Life and the 
Continental Assurance, which is the life 
insurance running mate of the Conti- 
nental Casualty. 

Miss Mary June Schmotzer, who is a 
very talented mezzo-soprano and a 
young woman of fine musical training, 
will sing. Miss Schmotzer is studying 





SCHMOTZER 


MISS MARY JUNE 


with the well known vocal teacher, Ru- 
dolph Magnus of Chicago. She is a 
Hungarian by birth, coming to America 
with her parents when she was young. 


| After settling in this country her musical 
| talents began to develop. 


She has re- 


ceived the commendation of many ex- 


perts. Miss Schmotzer is private secre- 
tary for D. C. MacIntyre, one of the 
department heads of the Continental 
Casualty. 


Mr. Wall Will Sing 


James P. Wall, one of the inspectors 
for the Continental, a man possessing a 
superior tenor voice, will also sing. Mr. 
Wall sang in a professional way until he 
was called into war service. He was 
gassed in action and found it necessary 

(CONTINUED ON PAGE 8) 
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grouped in one class, 522-reports being 
received, 221 of which showed excess of 
over income totaling $24,- 
973,788. The remaining 301 companies 
showed net income of $33,262,305, with 
deductions for loss of $2,803,065, paying 
taxes of $3,640,445. 

The bureau’s reports do not include 
the operations of agents. 











URGED RETURN TO OLD 
SCALE OF SIMPLICITY 


Vice-President Fulton of Conti- 
nental Life Addressed Berlet 
Agency Meeting 


CRITICIZE MODERN TREND 


Believes Over-Elaboration and Develop- 
ment of Mysticism in Business 
Is Detrimental 


—_——_—_—_——~ 


PHILADELPHIA, PA., Nov. 2. 
Simplicity of presentation gets applica- 
tions, according James A. Fulton, 
vice-president of the Continental Life of 
Delaware, at the fourth of Jack Berlet's 
series of “18 Money-Making Sales 
Talks” being conducted every Tuesday 
and Friday afternoon at the Philadelphia 
agency headquarters of the Guardian 
Life for the benefit of general insurance 
brokers, independent life underwriters 
and the members of Mr. Berlet's staff. 


Warns of Elaboration 


to 


Vice-president Fulton issued a note of 
warning concerning “a distinct trend to- 
ward over-elaboration in sales methods, 
toward making a mystery of this busi- 
ness of selling life insurance. It comes, 
I think, from a very human desire on 
the part of life underwriters to build up 
their own importance and to make the 
thing in which they deal a mystery, a 
mysterious thing, that takes a great 
amount of ingenuity to deal with. The 
doctors after a certain time got so that 
they couldn’t prescribe the herbs and 
medicines in plain fashion, they had to 
use Latin, and a lawyer has to surround 
a perfectly simple agreement with a 
number of whereas and whereofs, and 
so forths, things have to be built up on 
the most complicated plan; have to be 
surrounded with a lot of trappings. There 
has always been that tendency, as I see 
it, in life insurance—this swing of the 
pendulum away from the simple methods 
of selling. I don’t mean to discount mod- 
ern methods, but I think for the new 
man or woman coming into the business 
life insurance he is likely to get a 
false impression. Things don’t have to 
be bound in leather covers and sub- 
mitted in-elaborate typewritten pages to 
be appealing, and the thing which | shall 
Say to you today will be rather in the 
nature of a plea os simplicity in the 
selling of life insurance. This is not a 
mysterious sort of thing. It is a very 
plain, simple proposition. 

Talk Insurance Needs 


of 


“Tell your .prospects in simple Eng- 


| o a> 4 ° 
lish that life insurance will provide a 


home for the family; provide an educh- 
tion.for the children;.provide a comfdrt 
and carefree old age for them; provide 
an income if they are disabled and. can- 
not work; stabilize their . business, 
strengthen their credit; create a savings 
fund for uses in emergency,” continued 
Mr. Fulton. “There is not anything 
very elaborate about that. “A child in a 


few minutes ought to ‘get a clear con- 
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ception of what life insurance can do, 
and, after all, we are concerned not es- 
sentially as to how it is built or how it 
is put together but with what it can do. 
You have to get prospects—people to 
sell life insurance to. You know what 
life insurance is and what it will do; 
what those primary needs are that it 
will cover, not such things as inheritance 
tax. I am talking about the simple, 
every-day things we deal with in our 
every-day work. How do you get pros- 
pects? I think the average life insur- 
ance man going into the business falls 
down more completely in that one thing 
of getting prospects than in anything 
else. 


Is Simplest Approach 


“And yet it is as simple as anything I 
know of. If you will get a mental habit 
of doing just one thing, of every time 
you see a human being or a human sit- 
uation, either personally or in the news- 
papers, or hear about it, automatically 
ask yourself, ‘where does life insurance 
fit in that situation?’ Every time you 
walk down the street and see a man you 
know or meet a new man, or read in 
the newspapers about somebody, or hear 
of a business change, think of your pri- 
mary uses of life insurance, and think 
of that individual and where does life 
insurance fit in there? Your mind will 
presently become like a plate in a cam- 





JAMES A. 


FULTON 
Vice-President Continental Life 


era. It will just automatically register 
the picture. You won't even have to 
think about it after you have done it 
for a while. It becomes a habit. ‘Where 
does life insurance fit in that situation? 
Having acquired that habit, then all you 
will have to do is to expose yourself to 
people. Go where people are and read 
about people and be interested in people, 
and by asking yourself automatically 
that question, every time you meet a 
person, every time you read about a 
person, you will have gotten more pros- 
pects shortly than you can possibly see. 


Make Word Pictures 


“Cultivate the making of pictures, the 
drawing of word pictures,” suggested 
the speaker, “because I believe it is by 
the drawing of word pictures, the cre- 
ating of human situations with which the 
prospect can identify himself, that you 
will make the kind of appeal which will 
weigh the scales down in your favor. 
What do I mean by that? Well, you 
walk in to see a man. The first thing 
you must do is to een him in mid flight. 
His mind is going along like this—and 
you come in and say, ‘I represent the 
Guardian Life.’ He doesn’t care any- 
thing about that—he doesn't care who 
you represent—and “We have got a 
wonderful proposition that has cash 
value at the end of the second year; 
we have got a special policy and the 
rate is very low.” His mind is going 
— along about the stock market, or 
whatever he was dealing with. But sup- 

se you walk in and say, ‘Mr. Smith, I 


ACQUIRE NEW BUILDING 


NECESSITATED BY EXPANSION 





The National Underwriter Company 
Adds to Its Real Estate Holdings 
in Cincinnati 





The National Underwriter Company 
has added to its real estate holdings in 
Cincinnati by purchasing the three-story 
residence at 413 Arch street. This is a 
half block from its present office, 420 
East Fourth street. A few years ago 
The National Underwriter Company 
found it desirable to purchase the resi- 
dence on East Fourth street which was 
converted into its office. At the Cincin- 
nati office the compilation work on_the 
various publications is done. The Dia- 
mond Life Bulletin Service, the Health 
& Accident Bulletins, the insurance di- 
rectories, the Policyholders’ Digest and 
Little Gem Chart for life companies, the 
Argus Fire Chart and the Argus Casu- 
alty Chart are all gotten out at the Cin- 
cinnati office. This work demands many 
employes and a large amount of space. 


More Room Was Needed 


The present building has been added 
to, but is now wholly inadequate to ac- 
commodate the growing demand. It was 
first thought that a further addition 
could be erected to the present office, 
but it was found that the amount of 
money needed to build the third story to 
the rear on the Fourth street building 
would be nearly enough to cover the 
entire renovation of the Arch street 
building. The lot on Arch street is 
26x80 feet, the building itself is 21x65 
feet. It is three stories high. On a con- 
servative estimate for upkeep, etc., the 
rent in the new building will be less 
than 50 cents per foot. It is in a sec- 
tion of the city where values are rap- 
idly increasing. Tenants will not vacate 
until Dec. 1. By this purchase The 
National Underwriter Company acquires 
over 4,000 feet of additional space, not 
including the basement under the entire 
building. 








boy.’ That is the thing of all things in 
the world that he is interested in. Or 
‘about your wife, your family’—just the 
plain, simple statement of what you are 
there about. You are not there about 
the Guardian Life or a policy; you are 
there about a human interest that ex- 
ists in Mr. Smith’s life; about something 
that concerns him, and then you start. 
From that point on—assuming that you 
have got his attention—draw a picture 
in simple terms of what life insurance 
can do for him and for his family.” 


Must Have Correct Vision 
“ 


In conclusion Mr. Fulton urged “a 
correct vision of life insurance; of what 
it will do, before you can sell life insur- 
ance with real success. You have got 
to feel upon you this charge that it is 
my duty to see that the people with 
whom I come in contact shall have the 
opportunity to provide a home for their 
family mo f an education for their chil- 
dren, and provide for their own old age; 
that if a man in my circle of acquaint- 
ances—a man with whom I have come 
in contact—dies without that, it is my 
fault. I am responsible, because the 
need for life insurance is imperative. I 
get so sick and tired of people coming 
in and saying, ‘Well, I’ve got a good 
prospect for next month.’ Next month 
is not going to come, because the man 
who needs life insurance needs it today, 
and it is your job to be hard-boiled with 
him, to bear in on him just as hard as 
you can; to crowd him and push him 
just as hard as you can. It is not a 
method of selling—it is a plain duty. It 
is up to you. There are a lot of fellows 
walking around trying to think they’are 
selling life insurante who ought to be 
selling boudoir caps or something. It is 
up to you to push a man as hard as you 
can, realizing that you are doing the 


TELLS OF BIG GAINS 


—_—___ 


O. J. ARNOLD SPOKE TO MEN 
Addressed Minnesota Agency Gathering 
—New Form Announced Which 

Is Proving Popular 





The Northwestern National Life of 
Minneapolis made a greater gain in in- 
surance in force in the first nine months 
of 1926 than in the whole of 1925. This 
statement was included in an address by 
President O. J. Arnold before the annual 
convention of Minnesota agents given 
at the home office by the White & Odell 
Agency, state agents for Minnesota on 
Oct. 29-30. Mr. Arnold stressed the im- 
portance of conserving business, and 
gave these figures to show that the cam- 
paign of conservation which has been 
carried on since the first of the year has 
had marked effect. The insurance in 
force Sept. 30 was $229,564,709, a gain 
of over $17,000,000 since Jan. 1. 

An interesting feature of the White 
& Odell convention was a program of 
motion pictures put on at the dinner 
Friday evening by the Great Northern 
Railroad, showing the beauties of Yel- 
lowstone National. Park, where the 
agents of the company will be assembled 
in convention next summer. 


Announce New Form 


New equipment for helping in the sale 
of the pension bond (income endowment 
at age 60 or 65) was announced at the 
meeting by Actuary J. S. Hale. A com- 
plete summary for each age on a letter- 
sized sheet is offered to present the in- 
vestment possibilities of this form of 
contract. A “new wrinkle” in writing 
this policy is the acceptance of a sum 
sufficient to pay all premiums in advance, 
calculated on a 4 percent basis for the 
first 10 years, and 3% percent thereafter. 
That this makes an attractive proposi- 
tion is evidenced by the fact that at age 
35 a cash deposit of $7,053.40 pays for a 
contract guaranteeing a life income of 
$100 a month after age 65, with a face 
insurance value of $10,000. If such a 
contract is purchased in this way, with 
dividends and excess interest left to ac- 
cumulate, the policy will, at age 65, have 
a cash value of $23,472.10, based upon 
the present dividend schedule and the 
present rate of excess interest. When 
it is considered that the purchaser of 
the pension bond has no investment wor- 
ries this makes a remarkably attractive 
investment. 


Find Ready Market 


While only a few policies have been 
sold on this cash-in-advance basis, a 
sufficient number of applications have 
come in to prove that there is a field for 
lump sum investment in life insurance, 
which is made more fertile by the ex- 
perience in the middle west with stock 
promotion schemes. The safety of legal 
reserve life insurance is generally recog- 
nized. 

Other speakers at the first day’s ses- 
sion were as follows: Dr. Henry Wire- 
man vook, vice-president and medical 
director, discussed the efforts of the 
company to speed up the issuance of 
policies, and the maintenance of a re- 
jection ratio of less than 3 percent; 
James Q. Taylor, chief underwriter, 
made some suggestions as to how the 
agent can help avoid delay in the issu- 
ance of policies; J. F. Adams, agency 
auditor, described the method of keeping 
the tally on the Yellowstone Park con- 
vention point contest; Richard C. Bud- 
long, agency publicity director, empha- 
sized the value of the company’s mail 
advertising service. 

At the Saturday morning session 
Rollo Wells, vice-president of the White 
& Odell agency, talked on settlement 
options; F. S. Melvin and Mrs. Mabel 
C. Wagner told how they sell another 





for you to do. And there will come to 


CITE SCHOOL RESULTs 


BELIEVE PLAN IS PROFITABLE 





Kansas City Life Is Gratified wit, 
Home Office Agents’ Training 
Course 





KANSAS CITY, MO., Nov. 3.—The 
Kansas City Life has just concluded its 
first home office school of salesmanship, 
under the direction of Walter Cluff, 
supervisor of the department of instruc. 
tion. The success of this first home 
office educational course has assured the 
perpetuation of the school as an institu- 
tion, according to the statements of offi- 
cers of the company. Twenty men and 
women were registered in the two- 
weeks school, most of whom had never 
seen a rate book. They came from all 
parts of the country, only two of those 
in the class being from Kansas City. 


Made Big Sales 


Following the first week of all-day 
sessions, the afternoons of the second 
week were devoted to writing insurance 
on cold canvass. The results of this 
work were a surprise to all concerned, 
when, on the last night of the school, 
it was announced that the students had 
written $283,000 on cold canvass in a 
strange town. A prize was awarded to 
the “one having the highest number of 
applications. Howard Chrisman of Lib- 
erty, Mo., closed 14 cases, with a total 
of $22,000. 

Mr. Cluff’s plan in conducting the 
school was to give’ a week’s intensive 
drill, starting with the fundamentals of 
insurance, the interpretation of policy 
contracts, and an exhaustive drill in the 
principles of salesmanship as the time 
would allow. The second week Mr. 
Cluff held only morning sessions and 
the students spent each afternoon in 
canvassing for prospects, and putting 
into actual practice the principles of 
salesmanship. Selling was the theme 
uppermost throughout the course, each 
session concluding with a summary of 
how the lesspn could be applied to sell- 
ing. 

a Showed. Value of School 

Mr. Cluff said at the close of the 
school that they had demonstrated to 
themselves that there is a need and a 
place for a home office school, if it is 
conducted as a school from every ped- 
agogical standpoint. However, he be- 
lieves that a longer term is advisable 
and more effective. Although it was Mr. 
Cluff’s first plan to limit his school to 
15 members, he was decided that a class 
of 25 is the ideal number, and will limit 
all future schools to that number. 

A feature of the Kansas City Life 
school is that all those attending the 
class paid their own expenses entirely. 
This, according to the belief of the offi- 
cials of the company, is absolutely nec- 
essary to a successful school, insuring 
a serious motive in each prospective in- 
surance agent. Mr. Cluff believes that 
the education of an insurance agent 
should be paid for by the man himself, 
just as though he were preparing for 
any other profession, and that to offer 
to pay his expenses is in the nature of 
an insult, 








investment form, the retirement income 
contract, which is written without med- 
ical examination; E. T. Spangler and 
E. C. Henkel described their methods 
in selling the pension bond; O. J. Steph- 
enson, city manager of the White & 
Odell agency, talked on using dividend 
options to help sel] insurance, and S. J. 
Evarts of White & Odell agency, in 
charge of country sales, forcefully pre- 
sented a sales plan using the mail ad- 
vertising service. 


Will Soon Change Its Name 


The Mutual Life of Illinois is now 
taking steps to change its name to the 





you a time in your life when something 








ave come in to talk to you about your 





biggést thing for him that it is possible 


besides commissions will count.” 


Abraham Lincoln Life, to become effec- 
tive about Dec. 30. 
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pR. VAN ARSDALL SPOKE 


INDIANAPOLIS AGENTS MET 


Sales Talk om “Program Insurance” 
Given by Special Educational 
Director of Equitable Life 


INDIANAPOLIS, Nov. 3.—“You and 
[ have nothing to sell except the service 
that our companies can render in help- 
ing men use their money to do the 
things they want to do with their 
money” was the theme of an inspiring 
talk on “Programming Insurance” given 
by Dr. George B. Van Arsdall, educa- 
tional director of the Equitable Life of 
New York before a well attended meet- 
ing of the Indianapolis Association of 
Life Underwriters Saturday. “All under- 
lying values in this country have, as 
their basis, some form of guarantee,” 
Mr. Van Arsdall declared. The guaran- 
tee in many instances is some form of 
insurance, as fire insurance is the guar- 
antee back of the property which is 
mortgaged. If fire insurance is cancelled 
the mortgage is called. 


Program Ends Chaos 


A program is the reverse of chaos, he 
said, and gave a number of examples 
of the contrast. Programs make pos- 
sible the long look ahead and he in- 
stanced the policy of Standard Oil, Gen- 
eral Electric, the railroads and other big 
corporations which are always laying 
their plans for equipment and personnel 
some 30 or more years into the future. 
A man prominent in the automobile in- 
dustry recently took $1,000,000 in life 
insurance to be used at some future time 
for the study of automobile development. 

The function of life underwriters, he 
said, is to help men find their objectives. 
“Instead of selling a man a policy of life 
insurance,” he said, “get him to use the 
life insurance company to carry out his 
plan of life.” The attitude the life under- 
writer should have toward the prospect 
is, “He’s a man like myself. He has 
problems to solve as I have. It is my 
business to help him solve these prob- 
lems.” This attitude will make all the 
difference in the world for the life under- 
writer who adopts it, and the salesman 
will have a confidence that he never 
dreamed of Wefore. 


Is Not Ordinary Business 


Life insurance is not a business like 
the selling of steel or other commodities, 
it is the banding together of persons co- 
operatively to come to the financial 
rescue of each other as occasion arises. 
The objective, scope and spirit of life 
insurance have been broadened and now 
back up men in their enlarged life pro- 
grams. 

Life insurance companies today are 
dependable, he said, because of the ex- 
pert care of actuaries, medical directors 
and capable financiers in their invest- 
ment departments. It is most desirable 
that the public be brought to have the 
same confidence in the ability of the life 
msurance salesman to fit the insurance 
needs. It will be possible then to “make 
sure that the word sure in insure is 
sure. The public should have the same 
confidence in their insurance advisors 
that they do in their physicians. 

The prospect should be made to feel 
that he needs life insurance and then 
should be asked, “What do you want 
life insurance for?” The three great 
things for which we live are our own 
careers, the property or assets we gather 
up along the way and, third, but most 
important, our families. Like tri-focal 
glasses, the distant focus is for our 
career, the close focus is for those near 
and dear to us and the side focus is for 
the means we accumulate. 


Cost Is Not the Essential 


When a man asks, “How much will it 
cost” don’t reach for a rate book, for 
this is a great sales blunder, but ask 
him, “When do you want it to be com- 
pleted?” If the man is 30 and wants to 








JOHN H. NOLAN, PIONEER LIFE INSURANCE 
MAN IN CHICAGO, DIES IN 86TH YEAR 





insurance men in Chicago, died this 

week at the home of his daughter in 
New York in his 86th year. Mr. Nolan 
was general agent of the Travelers in Chi- 
cago before the great Chicago fire. He 
was connected with the Travelers in 
Chicago for more than 50 years, having 
gone from the east in 1870 to take the 
Chicago agency. When he started with 
the company the Travelers wrote life 
insurance only, but as the company 
branched out into other lines Mr. Nolan 
took them on and devoted some thought 
and attention to them, giving his chief 
attention to life insurance throughout 
his career, however. As long ago as 
1895 Mr. Nolan was chalking up a per- 
sonal production of $1,000,000 of life in- 
surance a year and for many years was 
regarded as one of the outstanding per- 
sonal producers of the country. 


Popularized Accident Insurance 


In addition to this, he was given credit 
for having popularized accident insur- 
ance in the west. At the silver jubilee 
convention of the Health & Accident 
Underwriters Conference in Detroit last 


J inse H. NOLAN, one of the pioneer 





JOHN H. 


NOLAN 


spring A. E. Forrest, vice-president of 
the North American Accident, related an 
interesting incident about Mr. Nolan. 
He said that in 1885 health insurance 
was unknown and nobody wanted acci- 
dent insurance. It took real salesman- 
ship in those days to place an accident 
policy. Mr. Nolan was successful in 
this as in other lines because of his per- 
sistence. Mr. Forrest said that fre- 
quently Mr. Nolan was shown out the 
front door only to return to the back 
entrance with renewed energy. Mr. 
Forrest said that W. G. Curtis, at that 
time a new recruit in the insurance busi- 
ness, called upon Mr. Nolan to ask him 
to transfer his allegiance from the Trav- 
elers to the North American Accident 
Association, which, according to Mr. 
Forrest, at that time collected perhaps 


as much premium in a year as Mr. Nolan 
wrote personally a month. The inter- 
view was bricf but forceful and Mr. 
Curtis went away an angry but better 
posted man. 


Was Devoted to Travelers 


Mr. Nolan was always devoted to the 
Travelers. It was almost a religion with 
him. He never wrote a policy in any 
other company. Even when he was 
writing big policies he would place the 
limit in his own company and then in- 
form the assured that if he desired addi- 
tional insurance he would have to obtain 
it through another agent in another com- 
pany. He would not turn a hand to sell 
any form of insurance written in any 
other company, even though he could 
have made a fortune in placing excess 
business. Mr. Nolan never gave much 
attention to establishing an agency 
force, preferring to build up the busi- 
ness for the company through personal 
production. He was so devoted to the 
work that after spending his day in in- 
tensive selling he would devote a con- 
siderable part of the evening to writing 
pamphlets and selling literature of all 
kinds. In the early days much of the 
printed material issued by the Travelers 
was written by Mr. Nolan. 


Had Forceful Presentation 


The old timers who knew Mr. Nolan 
when he was active in business say that 
his presentation of life insurance was 
forceful and convincing. He did not 
believe in mincing words. He stated his 
arguments clearly and emphatically and 
closed his cases quickly. He usually 
swept the prospect off his feet. In many 
instances his attitude was almost aggres- 
sive. He did not bother with prelim- 
inaries, but cut right through to the 
heart of the subject without loss of time. 
It is said that on some of his best days 
he almost ran from one prospect to 
another. 


Had Ambitious Celebration 


About 1913 Mr. Nolan gave up his 
general agency, but continued active in 
business until 1921, writing and thinking 
about insurance, as well as producing 
personal business. He maintained an 
office downtown and every day appeared 
on the scene promptly at 8:30 and re- 
mained until 5. For about 20 years he 
lived at the Union League Club in Chi- 
cago. He celebrated his 70th birthday 
by walking from the club in the heart 
of the city to Evanston, a distance of 15 
miles, and back again. He kept up this 
mode of celebration of his birthday until 
he was 75. In 1921 Mr. Nolan decided 
to give up business altogether and moved 
to Los Angeles. He was a confirmed 
traveler, having made frequent trips to 
Europe. In fact he made one visit to 
Europe after he was 80. Even when he 
went to California, instead of taking the 
train directly from Chicago he went to 
New York and then took a boat via 
the Panama Canal. 


Was Confirmed Student 


Mr. Nolan was a student of the first 
rank. He loved to read and write and 








have his life insurance paid up in 20 
years the answer is easy or a longer 
term may be suggested as the chances 
are that he will pay less before the con- 
tract matures. 

Ask a man, “What kind of insurance 
have you?” If he says “20 pay life” 
tell him you do not mean that any more 
than if you had asked him what kind of 
an automobile he had and he had an- 
swered “A 20 payment auto.” The point 
is, does the insurance serve his purpose; 
does it fit in with his life program. 

Life insurance should lift the burden 
of life program from the shoulders of the 
prospect and place it on a life insurance 
company. By doing this a man is in a 
position to use his surplus income for 





pleasure and improvement without fear 
that his obligations will not be fulfilled. 
At the last day, when the policies are 
taken from the safety deposit box, the 
clean-up policy will say, “1 shall be soon 
through. I pay the bills and cost of 
illness and death.” The mortgage policy 
also will quickly perform its part and 
be off the stage. Fhe educational policy 
will be longer in making its presence 
felt aside from periodic dividends but 
when the time comes it will serve its 
purpose well and equip the sons and 
daughters for their place in the world’s 
activities. But the star of the cast is 
the income policy which appears as soon 
as the curtain rises and remains on the 
stage until the last curtain falls. 





HAD A MONTH’S RECORD 


ST. LOUIS DID BIG WORK 
Missouri State Life Staged Policy- 
holders’ Month, Resulting in Large 
Volume of New Business 





Applications for insurance on the lives 
of 869 St. Louisans were received by the 
Missouri State Life through its St. Louis 
office in October. This is the largest 
number of applications ever written by 
the St. Louis branch in one month, ac- 
cording to Edmund Burke, manager, and 
is said to be the greatest number of St. 
Louisans to apply for insurance in any 
one month through any company. The 
amount of insurance covered by these 
applications is over $3,250,000, 

Robert C. Newman leads the entire 
sales force in volume of business written 
for the month, his sales totaling $400,000. 
Nine other men in the branch sold in 
excess of $100,000 each during the 
month. These men are: Big Four 
Agency, $300,000; Jack Fournier, $288,- 
500; T. J. Farris, $167,000; R. J. Far- 
rington, $128,000; Harry DD Rovin, 
$121,000; A. Yavitz, $120,500; M. Weint- 
rub, $107,000; E. Lederer, $105,500, and 
W. C. Niedringhaus, $100,750. 

This unusual volume of business is the 
result of a policyholders’ month cam- 
paign conducted by the Missouri State 
Life in October, which has resulted in 
a record month, the total volume of 
business reported by all agencies being 
in excess of $16,000,000. September, 
observed last year as policyholders’ 
month, brought in a little over $12,- 
000,000. 


Nashville Agency’s Record 


Another office that made a wonderful 
record in October was Nashville, Tenn., 
presided over by Crawford Easterling, 
former assistant to the vice-president of 
the company. In October Nashville 
went above $500,000, the best month 
since Mr. Easterling has been in charge. 
He went to Nashville early this year. 
Prior to his going there Nashville had 
averaged about $115,000 a month. 

To maintain the great interest in old 
policyholders the Missouri State’ Life is 
offering special prizes for the agents who 
show the best business obtained from 
old policyholders during the first 15 days 
of November. The agent who shows 
the largest amount of premiums on old 
policyholders will receive $150, the sec- 
ond man, $100, and the third best, $50. 
Similar prizes are offered for the larg- 
est number of applications while each 
and every agent who writes and pays 
for $300 in premiums on life, accident 
and health and group insurance on old 
policyholders will be given a prize of $10. 








kept it up to the end. When his eye- 
sight began to fail a number of years 
ago he continued his reading and writing 
by using a powerful magnifying glass. 
About a year ago his eyesight failed 
completely. It was then that he went to 
New York to live with his daughter. 
Even after this, however, he did not 
give up his studies, but employed a 
reader to read to him to whom he also 
dictated his letters. 


Was Striking Character 


Mr. Nolan was one of the striking 
characters in the insurance business. He 
was remembered by all who knew him 
because of his strong personality. He 
was inclined to be opinionated, but above 
all he was aggressive, forceful and de- 
termined. He was honored by insurance 
men throughout the country as well as 
by many friends in Chicago. 


Lincoln Liberty 1927 Convention 


The Lincoln Liberty Life of Lincoln, 
Neb., will hold its annual conyention 
next August at Troutdale-in-the-Pines, 
Colorado’s newest modern mountain re- 
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WAY IN ADDRESS 


WAS BERLET AGENCY SPEAKER 


“pl” 





Told of Start in the Business and Made 
Some Suggestions as to 
Methods 





After four years of “putting them over 
the goal line,” M. Nelson (“Pi”) Way 
of the J. C. McNamara agency of New 
York City, last Friday afternoon told 
how he now “gets them over the dotted 
line” at the fifth of Jack Berlet’s “Money 
Making Sales Talks” at the Philadelphia 
agency of the Guardian Life. 

Speaking of the old time life insur- 
ance agent “Pi” explained what he “ran 
into” when he first began soliciting. 
“Before I went into the life insurance 
business,” he said, “I went to a friend 
of mine, a lawyer, and asked him what 
he thought about it. He told me that a 
bend salesman and a life insurance man 
were two men who couldn’t get into his 
office. And he threw up his hands. That 
is the picture he gave me. 

“And then I looked at the other side 
of the picture and said, ‘Any institution 
that sells $13,000,000,000 or $14,000,000,- 





000 worth of goods a year must have 
something pretty good about it.’ I went 
back and put that picture before him, 
and talked to him a little while and he 
has been the best friend I have in the 
world. This is the story I told him. I 
went in and I said, ‘I saw in the paper 


this morning where John D. Rockefeller 


had given a million dollars for an old 
ladies’ home, and where the Carnegie 
Foundation had donated a million for an 
orphanage. Don’t you think that was a 
fine thing?’ He said he thought that was 
pretty good business. I said, ‘Let me 
ask you a question. Do you want your 
mother in an old ladies’ home?’ He said, 
‘No.’ I said, ‘Do you want your kids 
in an orphanage?’ He said, ‘No.’ I said, 
‘Did you ever stop to think when you 
sell $1,000,000 worth of life insurance 
you are keeping old ladies out of old 
ladies’ homes and keeping kids out of 
orphanages? And you are cementing the 
foundation of the entire nation, which 
is the home? Do you know of a better 
line of work than selling life insurance?’ 
He said, ‘I never looked at it that way 
before.’ Whenever I’m blue, I think of 
that story, and if you are inspired to 
that extent, there isn’t anything in the 
world that can sway you. 


Urges Cash Sales 


“Be sure to get pre-payment with your 
application,” urged the speaker. “If you 





don’t,” he said, “you have to go back 
and sell your buyer over again. I know 
that Jack Berlet is popular as the dick- 
ens in Philadelphia, but I think if he 
hung up a sign one day, ‘Commissions 
cut one-half,’ that his popularity would 
dwindle a bit, and you would think he 
was hardboiled. But that is exactly 
what you are doing when you write a 
policy and have to wait a week, two 
weeks or three weeks, and you chase 
him around here and there and every- 
where and finally you don’t get it any- 
how, and you have to send the policy 
back. You have earned the money, you 
have sold him when you get him to put 
his name on the application, and you 
should get the money right then and 
there, and if you know how to do it, it 
is just as easy as can be.” 

In conclusion Mr. Way suggested that 
you never let anyone give you a policy. 
By way of illustration he referred to an 
occasion when he called on a banker 
who told him that “an agent from the 
XYZ company was just in here and he 
looked kind of down in the mouth and 
I gave him a $10,000 policy, and I'll 
give you $10,000.” “That old football 
spirit surged up in me and I said, ‘Lis- 
ten! you can’t give me anything. If you 
won’t buy life insurance from me and 
you don’t get value for every nickel you 
pay, I don’t want to do business with 
you.’ I turned around and walked out. 





A FIELD RICH IN OPPORTUNITIES. 


An old-line, Eastern mutual life 


insurance company has several General Agency openings available to men of proven 
ability in the “key” cities of Tennessee, Alabama, Arkansas and Missouri. The com- 
pany has faithfully served its policyholders for almost forty years and is making rapid 
strides in growth. It is big enough so that you are not handicapped in representing it 
and small enough so that you are assured of that personal interest that means so much 


to all life underwriters. 


Our underwriting rules are liberal. We have a complete line of policy contracts, in- 
cluding a special low-rate policy for standard risks, and we write both Disability and 
Double Indemnity. Prompt action is taken on all business submitted to the Home 


Office. 


We have a system of securing prospects for our men; a Conservation Bureau for 
stopping lapses; a Home Office circulating library for agents; and a force of Field 





Address: 


C. W. WRIGHT, Supervisor of Southern States, 
1174 College Street, MEMPHIS, TENN. 





Supervisors who maintain contact between Home Office and field, as well as to assist 


our General Agents in building up an agency organization. 


Our General Agents contract provides for generous first year commissions and liberal 
renewals—a contract that enables a General Agent to attract and keep agents and, at 
the same time, make an overwriting on their business. 


If you are eager to capitalize your previous life insurance sales training in the most 
profitable way, we are ready to give you the start you are seeking. Link your brains 
and ability with our experience, back up your selling effort with the help we can furnish 


you. 


Let’s talk it over. Drop us a line today—we'll consider your letter a confidential matter 
between us—and we'll gladly give you any further information about this company you 


may wish, or discuss-your own individual case with you. 





———— 


I have seen him several times since, ang 
in that time I have sold him about ¢99. 
000 worth of life insurance, and he re. 
spects me. We owe it to life insurance 
to dignify it in the manner I have ingj. 
cated.” 


W. O. W. Stays in Omaha 


Omaha will remain headquarters {or 
the Woodmen of the World. That was 
decided at a meeting of the supreme 
council at Atlantic City last week. The 
organization’s new lease with the Wood- 


men of the World Building Company 
does not expire until 1934. When the 
Woodmen of the World some months 
ago sold the Woodmen of the World 
building in Omaha, which was built as 
its home, the rumor arose that the W. 


O. W. would leave Omaha and estab. 
lish headquarters elsewhere. 


Conducting “Turkey Drive” 


_ The Peoples Life of Chicago is carry. 
ing on a “Turkey Drive,” every agent 
who qualifies with the specified amount 
of new business between now and 
Thanksgiving time earning a_ turkey 
gobbler for Thanksgiving. Immediately 
after that another similar drive will be 
made with similar rewards in the form 
of Christmas turkeys. The company 
has distributed a quantity of miniature 
turkeys, one to be attached to each 
policy sent in and seven of these to 
qualify the agents for the prize. 


Warns of Carbon Monoxide 


In view of the number of deaths oc- 
casioned by the deadly carbon monoxide 
gas in closed garages when automobile 
engines are running, the Bankers Life 
of Iowa has announced that on Novem- 
ber 10 a warning to automobile owners 
against taking chances with the deadly 
gas will be broadcasted over its station 
W-H-O. The Bankers Life states that 
a person in a closed garage with an 
automobile engine running can be af- 
fected by this gas which is emitted from 
the exhaust and never realize it until 
he begins to grow dizzy or becomes 
paralyzed. The next state is uncon- 
sciousness; the next, death. Actual 
tests have proved that the fumes from 
a running motor in a small garage will 
become strong enough within three 
minutes to cause the death of a person. 


Observes Policyholders Month 


In October agents of the Connecticut 
General Life devoted much time to call- 
ing on old policyholders with the pur- 
pose of rendering them any service 
needed and of bringing their insurance 
protection up to date. 

Policyholders who had recently passed 
the company’s full medical examination 
and whose present physical condition 
was satisfactory, were eligible for the 
company’s special offer of additional in- 
surance without medical examination, 
up to $10,000. 

Up to Oct. 29, 1,211 policyholders had 
availed themselves of the offer and $4,- 
585,833 October special insurance had 
been issued. 


Reviews Reinsurance Contract 


J. E. Reault, assistant actuary of the 
Michigan insurance department, has 
gone to Chicago to review the reinsut- 
ance contract proposed between the 
Chicago Mutual Life, a company sus- 
pended in his state, and the Universal 
Life of St. Louis. It is proposed by the 
Michigan department to make a very 
careful examination of the financial 
condition of both organizations. 


Report Big Group Gains 
The Equitable Life of New York re- 
ports that its group department anticl: 
pates closing the year with a total 0 
new group business equal to that written 
in the past four years. For the nine 
months ending Sept. 30 the company 
showed group business equal to the sum 
total of business of the first nine months 





of the past four years. 
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Because— 


; ve insurance selling is 
morethanajob. It isaserv- 
ice. Not only does the man 
who sells life insurance secure 
a liberal reward for his work, but 
he is well paid in satisfaction. 
What greater thrill can one ex- 
perience than the thought that 
through his efforts some Bob- 
by’s education has been assured 
or that some Marie has been 
kept from an orphan asylum. 


H OW well you succeed in the 
life insurance profession 
depends on two factors—your- 
self and the company you rep- 
resent. Why not write E. J. 
Cotter of the Peoples Life and 
arrange for an interview that 
will determine whether or not 
life insurance is the work for you. 





ILLINOES 
130 NORTH WELLS STREET, CHICAGO 
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The numerical growth of modern civilization, 
the interdependence of separated areas for 
mutual support, and the stern necessity for 
rapid. transmission of ideas and knowledge, 
has resulted in a complex and highly scientific 
system of communication among individuals, 


CONTACT 


states and nations. 


Large organizations, active commercially in 
many remote localities, realize the vital 
necessity for complete and effective contact 
between the forces in the field and the heart 
of the institution itself. 
that, in a very great measure, the success and 
happiness of the scattered members of the 
organization is directly in proportion to the 
efficacy of the lines of communication which 
extend from the base of operations to the front 


of activity. 


Personal contact at frequent intervals is in- 
valuable and must be preserved, regardless of 
the usefulness of such substitutesas telegrams, 
letters, bulletins and other artificial means of 
An organization having for one of 
its cardinal principles a belief in direct con- 
nection with its representatives must, by sheer 
definition, maintain harmonious and efhcient 
contacts throughout its entire personnel. 


contact. 


Understanding, loyalty, inspiration, good- 
will—those are the by-products of agreeable 


and regular contact. 


AMERICA 








CENTRA 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
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EADING life men throughout the 
a country are participating in prep- 

arations being made for the sales 
campaign planned next January by the 
joint commission of life underwriters 
and the National Thrift Committee. As 
an essential part of the campaign, Ed- 
ward A. Woods of Pittsburgh has asked 
all salesmen and officials to help him 
find a good slogan which combines the 
ideas of life insurance and thrift. The 
first came from Henry L. Rosenfeld, 
manager here of the Prudential, whdé 
suggested, “Life insurance prevents the 
rift in thrift.” Manager of Agencies 
J. A. Hawkins of the Midland Mutual 
submitted, “Life insurance money buys 
future independence.” Any and all sug- 
gestions should be addressed to the sec- 
retary of the joint commission, J. A. 
Goodell, 347 Madison avenue, New York 
City. 

K * * 

Another feature of the sales campaign 
is in the hands of Graham C. Wells, 
general agent here of the Provident 
Mutual, who is chairman of the joint 
commission. It is his plan to get the 
life underwriters’ associations in every 
community to offer prizes to their mem- 
bers for the best sales talk based on 
thrift for use in the January campaign. 
He believes that such contests will not 
only bring the more progressive agen- 
cies in every community together in a 
large cooperative undertaking but will 
give these agencies many new profitable 
contacts with other constructive organi- 
zations in the community at large. 

* * * 

Another nationally-known figure en- 
ters the life insurance world with the 
announcement of President Haley Fiske 
of the Metropolitan Life that John W. 
Davis, past president of the American 
Bar Association, former ambassador to 
the Court of St. James, Democratic 
presidential candidate in 1924, has been 
made a member of the board of direc- 
tors of the Metropolitan. 

x * * 

A new star is rising in William street 
that will bear watching. For years 
George H. Holden was known and ad- 
mired far and wide as one of the best 
of insurance journalists. Last spring he 
joined the Loesch agency here and since 
then has been coming with a rush as a 
personal producer. As a member of the 
Loesch Associates, an organization as- 
sociated with the Hart & Eubank 
agency here of the Aetna Life, Mr. 
Holden has paid for about $200,000 in 
two months, writing $36,000 in one 
week. In September he had the signal 
honor of being mentioned in the “Bul- 
letin of 50 Leading Aetna-izers” as a 
topnotcher in all three lists—that for 
paid-for business as well as number of 
applications and total volume. Seldom 
is an agent honored in all three lists in 
any one month. In recognition of his 
rather unusual feat, Vice-President K. 
A. Luther of the Aetna Life recently 
sent Mr. Holden a personal letter of 
congratulation. 

* * 

Last week the Loesch Associates held 
a combined luncheon and _ business 
meeting at which it was decided to or- 
ganize two teams, one from New York 
and the other from New Jersey, to com- 
pete in a production contest. running 
from Oct. 25 to the end of November. 
Business written during that period will 
not count unless paid for by Dec. 31. 
The prizes for the winning team will be 
a dinner and theatre party and a silver 
cup presented by S. V. Abrams, who 
has been with Mr. Loesch longer than 
any of his other present associates. 

* * * 

Shrewd observers interested in specu- 
lation as well as those in a position to 
have more or less reliable information 
estimate that the total production this 
year of the Hart & Eubank agency of 
the Aetna Life will run anywhere from 


























$75,000,000 to $80,000,000. It is a bad 





AS SEEN FROM NEW YORK | 


—BY G. F. WILLISON 





day when at least $250,000 of business 
is not added to the books. Last yey 
the Hart & Eubank agency led gj 
others in the country with a total pro. 
duction of $66,000,000. 

*x * * 

While it does not receive a great deal 
of publicity, it is a fact that many of 
the larger agencies here get more anq 
more calls for term insurance which js 
growing rapidly and becoming increas. 
ingly popular. Some of it, of course. js 
for business insurance, but a large per. 
centage is being taken out on relatively 
small policies by individuals of very 
modest means. Instead of buying ap 
ordinary policy of $2,000 or $3,000, these 
men buy term insurance to get the max- 
imum amount of protection for their 
money, if only for a short time. When 
the time comes to convert it they all 
hope to be in a position to do so, but 
they figure if worse comes to worst and 
they must give up part of it, at least 
they will have been more or less ade- 
quately protected for a time at almost a 
nominal cost. 

* * * 

The annual golf tournament of the 
Metropolitan district managers of the 
Equitable Life of New York, held last 
week at the Dunwoodie Golf Club, 
Yonkers, was remarkable for the close, 
spirited play of the contestants. The 
winner of the first prize was Ansel 
Worms of the Madison avenue office 
The other prize winners were L., C. 
York, Harold Latcher, W. J. Duns- 
more, Charles E, Bayliss and Samuel 
Karsch. 

** ¢ 

What is the “drug store value” of a 
man? asked Dr. Allan Craig of Chicago 
at a recent meeting of the American 
College of Surgeons. “Consider the 
average 150-pound body of a man from 
its chemical aspect. It contains lime 
enough to whitewash a fair-sized chicken 
coop, sugar enough to fill a_ small 
shaker, iron enough for a tenpenny gail, 
plus water. The total value of these in- 
gredients is 98 cents, or about 60 cents 
per hundredweight on the hoof. Yet the 
insurance companies place the value of 
a man at $5,000. How do they account 
for the difference of $4,999.02?” 

The difference, he said, is measured 
by the “spirit within him that makes 
man supreme in the world and allows 
him to control materialistic things.” 
Spirit, courage, brains! If, therefore, the 
economic value of a man is estimated 
at $5,000 and his body in its component 
chemical elements is worth only $0.98, 
life insurance is 99.99804 percent brain 
insurance. 

* * * 

Interesting in this connection is the 
growing number of fire, casualty and 
marine underwriters who are extending 
their activities to life insurance as well. 
After a client has been convinced of the 
absolute necessity of providing full cov- 





erage for his material stock and prop- 


| erty. it is not difficult to make him see 


the equal necessity of providing ad¢- 
quate coverage for the insurable eco- 
nomic value of his own life. After all, 
even if his material belongings were 
totally destroyed with no insurance COv- 
ering the loss, he could probably replace 
them, as they were originally acquired, 
by the use of his brain. But when the 
brain is gone all is gone. That brain 
has a high economic value to that mans 
family and should be insured to the full 
of that economic yalue. 

* ” * 

Among the fire, casualty and mariné 
underwriters here who are now doing 
a prosperous life business is Herman 
Josias, an insurance broker on upper 
Broadway. He first became seriously 
interested in life insurance last year 
through Perez F. Huff of the Huff 
agency, here of the Travelers, who re- 
cently ventured the guess that with or- 





dinary luck Mr. Josias’ life production 
this year might reach the $500,000 mark. 
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MULTIPLICITY OF FORMS 
—A Decided Advantage 


WHEN your prospect has a very policy for every need—a contract 
definite need for a certain for every type of individual. 


kind of coverage or when your 
client asks for a particular sort of There never is a doubt in the 
policy it is to your decided advan- mind of an International Life man 
tage to be able to, without quibble as to whether he can fit the case, 
or undue fuss, offer it to him. Every alert International Life man 
knows that he can. It is confidence 
International Life men enjoy just born of this knowledge that is re- 
such an advantage. Over forty sponsible for the success of many 
policy forms to choose from. A __ International Life representatives. 


A Company Willing to Pay the Price 
Required to Give Service 


International Life Insurance Co. 


St. Louis, Missouri 


~ W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 
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Kansas 
Oklahoma 
‘Texas 


The Springfield Life Insurance Company has re- 
cently opened Branch Offices in Kansas, Oklahoma 
and Texas. gjFor the Live, Wide-Awake Producer 
there is anfopportunity to get in on the GROUND 
FLOOR and secure a REAL GENERAL AGENCY 
contract in these states. 


Already a portion of the desirable territory has been 
assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 
FEITABLE RENEWALS. 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 
“Solicitors” and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy 
meets all competition. The Net Cost is Exceedingly 
Low. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOWMENT” Policy has met with instant approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


If interested write either of the following 
or the Company: 


FORD AND FORD 
State Managers for Texas 
3551 University Blvd. 
DALLAS, TEXAS 


E. H. LAW 
State Manager for Kansas 
229 South Hydraulic St. 
WICHITA, KANSAS 


J. 9. COE 
State Manager for Oklahoma 


(Temporary Address) 
1400 Topeka Blvd. 
TOPEKA, KANSAS 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY. 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 





C. HUBERT ANDERSON 
Superintendent of Agencies 






Surely no mean goal even for the most 
experienced to shoot at. 
e. 6 

Rumblings faintly heard here for some 
time have suddenly grown loud and 
menacing. A spirited row is about to 
break loose on the perennially interest- 
ing and baffling problem of the part 
time agent. An explosion is anticipated 
when the matter is brought before next 
Tuesday’s meeting of the executive com- 
mittee of the New York Life Under- 
writers association. Those on the inside 
predict that much dirt will be scooped 
and much fur will fly in those cases 
where nature has been kind. In those 
where she has not, bald heads are likely 
to be snatched even balder. While not 
officially scheduled, fireworks are also 
anticipated at the association’s dinner 
meeting following the session of the 
executive committee. 

Rumor has it that the immediate cause 
of the disturbance is this: After work- 
ing long and hard on a half million case 
in a large financial institution here until 
he thought it tied up nice and tight, a 
prominent general agent went out to 
close it only to find out that the case 
had already been written by an employe 
of the institution who had entered the 
life insurance business only long enough 
to collect one large commission. Few 
dare prophesy exactly what the New 
York association will do in regard to 
the part time agent, but one may ven- 
ture the opinion that after a heated dis- 
cussion the usual fine resolutions will be 
passed, many more pledges will be asked 
for and given and part time business 
will go on about as usual until general 
agencies are more inclined than at pres- 
ent to sacrifice immediate gains to 
larger ultimate returns both for them- 
selves and thé business as a whole. 


ENTERTAINMENT PROGRAM 

FOR LIFE AGENCY OFFICERS 

(CONTINUED FROM PAGE 1) 
to engage in business rather than con- 
tinue his vocal work. He has been 
trained under the best teachers of Chi- 
cago and New York. 

Miss Louise Cohen, private secretary 
of Actuary R. M. Brown of the Conti- 
mental Assurance, will accompany Miss 
Schmotzer and Mr. Wall and in addition 
will do some solo work on the piano. 


Federal Life Contribution 


The Federal Life will present the Fox 
Twins, who are classical dancers, they 
being Miss Virginia Fox and Miss 
Kathryn Fox, who were formerly on 
the professional stage. They are now 
employed in the claim department and 
are pupils in the Muriel Abbot Studio 
in Chicago. 

Miss Eleanor Strauss, who is in the 
reinsurance department, will give an ec- 
centric dance act. 

Miss Mollie Fields, a singer of popular 
melodies who for four months sang over 
radio station WBBM, will give some of 
her special features. She is employed 
in the readers’ service department. 


Made a Paul Revere Trip 


Five agents of the Madison, Wis., 
agency of the Bankers Life arrived in 
Des Moines last week to bring to the 
company’s office the results of the agen- 
cy’s first million dollar month. The men 
made the trip by automobile during the 
night in order to arrive before Saturday 
noon and have their business counted on 
the October records. As a result of the 
agency’s first million dollar month, offi- 
cials will go to Madison for a banquet 
to be given by the company honoring 
the agency. 


Can Tax War Risk Insurance 


In an opinion given by Judge Ander- 
son at Ottumwa, Ia., last week, it was 
held that war risk insurance, after the 
beneficiaries have died and the insur- 
ance is paid into the estate, is subject 
to the collateral inheritance tax. 

The estate involved is that of Murrell 
W. Starns, killed in France. His mother 
and father, as the beneficiaries under the 
$10,000 war risk insurance, received a 











Ss SS 





Stated:.amount from the government 


each year until they died. A brother 
L. A. Starns, after the death of the 
parents, commuted the policy and the 
government paid him $7,316. The state 
of Iowa sought to charge and collect 
the collateral inheritance tax. 

Judge Anderson in his opinion states: 
“The United States government ex. 
empts the benefits of the war risk in. 
surance so long as it is paid to the bene- 
ficiaries, but does not undertake any 
exemption after the beneficiaries pass 
away.” 


Conducting One-Day Schools 


Charles H. Langmuir, vice-president 
of the New York Life, started a series 
of one-day schools of salesmanship last 
week, the first being in the northeastern 
division. Mr. Langmuir is planning a 
tour of the entire country, intending to 
visit every agency in the company and 
conduct a one-day school for the agents, 
From the northeast district he will go 
to the northwest and swing back across 
the middle west and south. 


Hopkins Is President 


Dr. George W. Hopkins of the Pure 
Protection Life of Cleveland has been 
elected president of the National As- 
sociation of Mutual Life Underwriters, 
consisting of the assessment life com- 
panies. Edward M. Martin of the Guar- 
antee Fund Life of Omaha was chosen 
vice-president and Nelson O. Tiffany of 
the Masonic Life of Buffalo as secre- 
tary. A. J. Davies of the Kniehts Tem- 
plars & Masonic Mutual Aid of Cin- 
cinnati was chosen president. J. W. 
Hughes of the Guarantee Fund Life 
was made chairman of the executive 
committee, E. S. Kinney of the National 
Life of Des Moines and F. M. Hallam 
of the Illinois Bankers Life of Mon- 
mouth are the other members. 


Starts Advertising Campaign 


The Missouri State Life has an- 
nounced a_ national advertising cam; 
paign to-begin Nov. 6, seven magazines 
of national circulation to be used. A 
full-page insertion will appear in the 
“Saturday Evening Post,” “Literary 
Digest,” “Time,” “Liberty,” ‘World’s 
Work,” “Review of Reviews” and the 
“Atlantic Monthly.” The combined 
circulation of these magazines is about 
6,000,008 and on the basis of three 
readers per copy, the Missouri State 
Life points out that this would mean a 
circulation ‘of approximately 18,000,000 
readers of the full-page advertisements. 


Metropolitan Life Promotions 


John W. Davis, formerly ambassador 
to England and later candidate on the 
Democratic ticket for president, has 
been elected a member of the board ot 
directors of the Metropolitan Life. 
Alexander C. Campbell was chosen 
third vice-president. He had been 
Second Vice-President Kavanagh's 
chief assistant in the group division. 
Norman L. Burnetta was elected as- 


sistant secretary. He has_ been in 
charge of the welfare work of the 
Canadian territory. Dr. William P. 


Shepard was made an assistant secre- 


tary. Dr. Shepard is in charge of the 
welfare work of the Pacific coast terri 
tory and succeeds former Assistant 


Secretary Fleisher, resigned. 


November “Grant Month” 


The Business Men’s Assurance an- 
nounces its third annual “Grant Month 
contest for November, honoring W. T. 
Grant, president of the company, !n his 
birth month. To set a new national rec- 
ord for the company, the first 25 leading 
salesmen for the year participate in 4 
special event. Each one is asked to con- 
tribute $5 to a fund, which the company 
agrees to double, the awards to be made 
out of this fund. In addition to the na- 
tional contest there is to be a contest 
in each state to set a new state record. 
The state contests are based on much 
the same plan, only here each entrant 
contributes $2.50. 
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By W. W. 
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that you at your age are looking 
forward, as I was at your age, and 

that 1, at my age, am looking backward 
as well as forward. If in this backward 
look, there is anything that occurred 
along the road of my experience that 
will be of service to you along the road 
that you are yet to travel, I will be glad 
to have you use it for what it is worth. 
A man never ceases to look forward 
no matter what his age. Chauncey De- 
pew at 93 still looks forward trying to 
do today’s work better than he did yes- 
terday’s. It must be so, if we have any 
red blood still remaining in us else we 
cease to be of use to ourselves or any- 
one else. 


Orr relative positions in life are 


Greatest of All Enterprises 


Let us place ourselves on the dissect- 
ing table and see if we can find the 
factors that require attention. Discover- 
ing one’s self is the greatest of all 
enterprises; it is most absorbing and 
leads to the greatest profit. 

Let us agree that you all have ambi- 
tion. Ambition is not wishing for some- 
thing; it is wanting for something. How 








W. W. WILLIAMSON 


YOUR JOB AND MINE 


Address Before Insurance Club of Chicago on the Greatest 
terprises 


WILLIAMSON 
Chieagoe Manager Phoenix Mutual Life 











take off your coat and hat?” He 
answered that he usually found himself 
straightening any of the chairs that were 
out of place or pictures on the wall that 
were not hung true and laughed at his 
peculiarity, because his family had often 
laughed at him. I sent him down to an 
interior decorating firm, where he found 
a job to his entire liking and is doing 
well, 

Study the minor inclinations in your 
nature, they are usually the signs that 
tell you what you are best fitted for. 
Finding the thing you would most like 
to do is often the result of an accident 
or some unusual circumstances in per- 
sonal experience. 

I found myself out of a job following 


| the Chicago World’s Fair. I was offered 


a position that paid me $7 a week and 
because of the small amount I was about 
to decide to turn it down. My prospec- 
tive employer said that that was all he 


could afford and inasmuch as I was do- } 


ing nothing my salary would at least 
pay my board, and so I accepted the po- 
sition, not with any thought that I 
would remain longer than until I could 
get a better job, but as a result of my 
work in that position I was afterwards 
offered a much larger opportunity in the 
same company at its home office, which 
for the next 15 years completely filled 
my ambition. 

Effort to get into a larger position is 
largely caused by a desire to get into an 
easier one. We always look upon the 
position ahead of us as an easier one 
than the one we have. That is all right: 
it doesn’t matter what the motive is that 
actuates you to larger effort, so long as 
it is not an injurious one. You won't 
find the work easier when you get there, 
but you will find that you have even a 
greater appetite to get to the next posi- 
sion and largely for the same reason— 
that it will be easier. 


Narrow Line of Demarcation 


Success will come to you by doing 


your work 5 percent better than your 
employer requires it shall be done, for 
the spread between the ordinary man 
and the successful one is a line that is 
often so narrow it can scarcely be seen. 

How much does the factor of the de- 
sire to be uncommon dominate you? I 


| mean by this, a little above the usual. 


Have you such a desire? It seems fair 


| to assume that all of us have it, but 


much do you want to succeed? Is that 
a dominating factor within you? If you 
want a certain thing, in order to get it 
you must want it above all other things 
that you want. That want must dom- 
mate you. Ambition is defined by the 
word “want”; if you are ambitious, you | 
want something and you want it so de- 
terminedly that it absorbs and dominates 
your actions. 

_ Few of you know what you are best 
htted for. We are all more or less vic- 
tims of circumstances. We get a job 
because we need the money, rarely wait- 
mg until we get the kind of job we 
think we are best fitted to do. That be- 
ing the case, how are you going to find 
the best thing for you, and, having 
tou. d it, how are you going to get it? 


Study Inclinations 


All right, you are on the dissecting 
table. What leads you to believe that 
you want a certain kind of work? Usu- 
ally nothing that stands out. Then how 
are you going to find it? Study your 
inclinations. A certain young man mar- 
ried before he graduated from the uni- 
hey and came to me shortly before 
“is graduation and said he had to get a 
Job immediately because he would 
shortly have an increase in his family. 
M € went to lunch and I let him talk. 
Pe Something in his conversatiort 
hat showed somewhat the nature of the 
a I asked him this question, “When 
st enter your home in the evening, 
‘at Is the first thing you do after you 





what do we do to accomplish it? Sup- 


pose you want to improve your lan- | 


guage, you want to say things under- 
standingly and precise; how would you 
go about it? Suppose you have an 
imagination and wish to develop it; how 
would you go about it? 

There is no book in all literature of 
all times that equals conciseness of 
statement and clearness of imagination 
like that of the Bible. Do not think that 
I suggest that you study the Bible to 
improve your morals—though they may 
need improvement—but to improve your 


language and develop your imagination. | 


Learn whole chapters by heart, not that 
you may guote them, but that you may 
get the splendid words and the splendid 
way of saying things down into your 









PROTECTION-HUNGER 


SEVEN-TENTHS of the 
families in America are de- 
pendent on wages, and the 
fathers and mothers live in 
constant dread of sickness, in- 
jury, unemployment, impov- 
erished old age, and premature 
death. That they hunger for 
protection from these calami- 
ties is proclaimed by the bill- 
ions of industrial insurance in 
force. 


Those who are hard pressed, 
especially, realize that insur- 





ance has developed into some- 
thing more than mere indem- 
nity. With its nurses dotting 
the country, its safety engineers 
removing the dangers to life 
and limb, its medical men and 
welfare workers steadily extend- 
ing the lifespan insurance is now 
in very truth, protection. And 
so, for the wage earner, it is nei- 
thera luxury nor even a 
debatable purchase; it is a vital 
want. The institution that 
enables him to meet that want, 
renders him a valuable service. 





system where they will grow and blos- | 
som and bear fruit into the kind of lan- | 


guage you would like to use and the 
kind of pictures you would like to paint 
before men. 

In this dissecting process it stands to 
reason you wish to do something worth 
while. Have you read Emerson on 
“Self-Reliance?” You can’t read very 
much of it at first without going to 
sleep. It seems dull at first, because it 
is so deep, so don’t attempt to read 
more than a sentence at a time; shortlv 
vou will find that is all you can read, 
for your mind will go off in a tangent of 
dreams and a dominant urge to do some- 
thing unusual. 

Let us suppose that you have in you, 
to even a little extent, the art of obser- 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker,Vice-President Haley Fiske, President 




















THE NATIONAL UNDERWRITER 








Connecticut General News 
Hartford, Conn. 








Double Indemnity for the Accident 
Your Clients Dread Most 


New AA policy pays double bene- 
fits not only for travel and street 
accidents, but also for automobile 
accidents. 


It covers all other accidents be- 
sides, including those incurred while 
traveling by airplane. It pays X-Ray 
examination fees, in addition to the 
usual surgical and hospital benefits. 


It will pay you to be prompt in 
offering this up-to-date contract. 
Circular on request. Connecticut 
General Life Insurance Company, 
Hartford, Conn. 














Prosperous Detroit 


HERE is no other city in the world which offers the same oppor- 

tunity for an energeticdife insurance agent as Detroit. Detroit has 
such a diversity of industrial and commercial activity that prosperity 
is CONTINUOUS, not season#i. 


Detroit people are prosperous and they are happy. They are firm 
believers in life insurance. The Detroit Life Insurance Company owns 
its own Home Office, gives agents every consideration and exceptional 
service, and offers all forms of old line legal reserve standard policies. 
Our agents all are members of the Detroit Life Family. They are 
successful and they are participating in Detroit’s prosperity. Any life 
insurance man, any part time man contemplating affiliation in Detroit, 
is invited to call at the Home Office, 2210 Park Avenue, and make 
satisfactory arrangements. See President M. E. O’Brien, or his assistant, 
Homer Guck. 


DETROIT LIFE INSURANCE CO. 


“The Company of Service”’ 
HOME OFFICE BUILDING 2210 PARK AVE. 


Life insurance opportunities available. 
Good Contracts—Write Homer Guck, Assistant te the President. 
































ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 





A progressive up-to-date company with a program of 
expansion and growth. 
All Texas is our field. 








“The Fast Growing Company of the Southwest” 
San Antonio, Texas 





vation, seeing things around you and 
learning their purpose. That is one of 
the greatest factors for success in sell- 
ing, whether you are trying to sell some 
project you have in mind, or whether 
you are selling merchandise on the 
street. 

A certain young man applied for a job 
as salesman and was employed because 
he seemed so anxious to have something 
to do. Thinking he would get rid of 
him quickly, his employer sent him to 
interview a buyer whom they had never 
been able to sell; in fact, the buyer 
boasted that he would never buy of that 
house. The would-be salesman was 
turned out in short order, but as he 
passed by the information desk he asked 
the young lady what that queer piece of 
furniture was in the purchaser’s office. 
The young lady replied, “That is a piece 
of antique furniture; he is nuts on that.” 

The young man, at his odd times, 
began to study antique furniture and in 
a month he called back on the buver 
and as he entered the office said: “Mr. 
Buyer, I saw, in a store on State street 
the other day, a piece of antique furni- 
ture which was apparently made at the 
same period as the piece you have here 
in your office.” The young man came 


-| away with a large order. 


Study your boss, make friends with 
him, for you are your boss. 


Sentinel Life Starts Operations 


The Sentinel Life of Kansas City, re- 
cently organized with Arthur M. Hyde, 
former governor of Missouri, as presi- 
dent, and E. G. Trimble, president of 
the Employers Indemnity, as chairman 
of the board of directors, began active 
operations Thursday. 

The Sentinel will apply for licenses 
in all states immediately. The present 
agency force of the Employers Indem- 
nity will probably form the foundation 
of the agency development by the Sen- 
tinel. 


Judge Conn Seems Defeated 


COLUMBUS, O., Nov. 3.—From in- 
complete returns it seems apparent that 
Judge Harry L. Conn, Ohio superin- 
tendent of insurance, is defeated in his 
race for the Ohio Supreme Court. Judge 
Conn had substantial backing through- 
out the state and was supported in gen- 
eral by insurance men. While Governor 
Donahey, who is a Democrat, was re- 
elected, the rest of the state ticket, which 
is Republican, seems to have pulled 
through. 


American Life Wrote Hagen Policy 


A regrettable error was made in last 
week’s issue in connection with the 
$500,000 business policy of Walter 
Hagen, professional golf champion, 
which was written by Harold P. Tros- 
per, vice-president of the American Life 
of Detroit. It was stated in that item 
that the policy was placed with the De- 
troit Life and Mr. Trosper was listed 
as an official of that company. It should 
have read American Life in both cases. 


Dr. L. H. Clampit Dies 


’Dr. L. H. Clampit, vice-president 
and associate medical director of the 
American Bankers of Chicago, died at 
his home in Jacksonville, Ill." Nov. 2, as 
the result of a stroke of apoplexy. Dr. 
Clampit had been on the official staff of 
the companv since its organization 20 
years ago. He served as its chief med- 
ical director until about two years ago, 
when because of his failing health he 
became associate medical director, and 
the burdens of the principal position 
were assumed by Dr. Myron W. Snell. 


Reception for Beha 


Insurance men of New York of all 
classes will tender a reception and din- 
ner, Dec. 9, of James A. Beha, superin- 
tendent of insurance, at the Ten Eyck 
hotel in Albany. It is anticipated that 
this affair will be one of the most inter- 
esting gatherings of insurance men ever 





assembled at the state capital. 
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ACTUARIES | 





CALIFORNIA 





B ARRETT N. COATES 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
= N. La Salle St. 


elephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 








H. NITCHIE 
. ACTUARY 


ep Sem. Bits. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





| _ , DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
7105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L A. ANDERSON 


o ACTUARY 
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MANAGERS 
WANTED 


We are bidding high for experienced men 
who want to build for the future. We must have 
a few managers—good places awaiting them. 
Don’t fail to ask for our terms. Our offer will 
interest you. 


We want managers for Waco, Texas; Battle 
Creek, Michigan; Toledo, Ohio; Baker, Oregon. 


If you have had selling experience and know 
life insurance, we want you now. Correspond- 
ence confidential. 


The Bankers Reserve Life Company 


R. L. ROBISON, President 


W. G. PRESTON, Vice-President R. C. WAGNER, Secretary-Treasurer 
HOME OFFICE, OMAHA, NEBRASKA 


Business in Force, about One Hundred and Ten Million 
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A N agency connection with Mutual Trust is 

backed by a genuine plan of cooperation. In 

addition to a “tool kit” equipped with all that is good 

in life insurance, Mutual Trust agents have the ad- 
vantage of a free Direct- -by-Mail lead service. 
Get all the facts and see for yourself. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


CARL C. PETERSON, Vice Pres. 
A. E. WILDER, Director of Agencies 


‘The Chicago Temple, Chicago 





Provident Mutual 
Life Insurance Company of Philadelphia 
Founded 1865 





Pennsylvania 


_ 
D4 


The Provident has worked 
out a practical plan by which 
the Home Office, through 
an Educational Supervisor, is 
assisting in the development 
of new agents. 

















The DOORWAY 
to OPPORTUNITY 




















THE NATIONAL UNDERWRITER 








November 5, 1996 








——= 











=| 


ee 








[THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 








‘AUL, Vi 
Manager; GEORGE C. ROEDING and O. 


NK A. POST, Associa 


CINCINNATI OFFICE, 420 E. Fourth St.. T. 
E. R. SMITH, Statistician; ABNER 
NEW } paong OFFICE 

80 Maiden Lane, Tel. John 1032 
GEORGE A WATSON, Associate Editor 
SAN FRANCISCO OFFICE 


417 Mon Street 
R. H. LANEY” Resident Manager 


Published every Poids by Te NATIONAL UNDERWRITER | a Picareg NP Be 


Cincinnati and ork. EMUTH, 
GEMUTH, Sec 3 HOWARD J. BURRIGDE. gel ‘A, 'SEANLON WRIGHT and 
NORA VINCENT . Southwestern 


CARTWRIGHT, i 
HOWARD J. BURRIDGE, Associate Editor 


CHESTER C. NASH, JR., Associa 
PUBLICATION OFFICE, Insurance Exchange, CHICAGO. Telephone Wabash 2704 


Entered as Second-class matter June 9, 1900, at Post Office at Chicago, Ill., Under Act March 3, 1879 





cad 


Editor 
ies Associate Editor 


Main 5781. Palen &. RICHMAN, Manager 





P, JR., Di Service Dept. 
2A td ICE, DES MOINES 
307 Iowa Nat'l Bank + Tel. Market 3957 

J. M. DEMPSE . Manager 


1015 T DETROIT. OFF Tal Randolph 3933 
oeerarcasion 
O. M. KOENIG, Resident t Manager 











In Combination with The Nationa 


$3.00 Canada, $4.00 Si 15 cents 
Subscription Price, ome in ayear. Single Copies 15 ce 


#750 





(Fire and Casualty) $5.50 a year. Canada 








——— = 








Building a 


In the face of the endeavors of earnest 
life underwriters to definitely establish 
life insurance as a profession and over- 
come the old-time ill repute into which 
the solicitors and premium collectors of 
yesterday had carried themselves and 
the business they represented; it is dis- 
concerting to encounter the following 
gem from a recent address of a very 
prominent life underwriter: 

“When I first came up here I lived 
in a suburb for two years. My wife 
goes to church—so does her husband. 
She took me to church and we met 
people but she did the church work and 
I worked at life insurance. She got to 
know quite a number of people. When 
I moved away from there they kept on 
sending me my little pledge. This year 


State Insurance Days 


Wit the practice of having so-called 
“Insurance Day” covering a state-wide 
area be more common? Indiana and 
Connecticut have had an annual “Insur- 
ance Day” and seemingly accomplished 
much in demonstrating to the public at 
least the fact that insurance is a tre- 
mendously important and big business. 
This year Wisconsin inaugurated a sim- 
ilar day. More and more insurance 
people are fecling that it behooves them 


Lesson from Income Tax Returns 


Lire insurance men are always inter- 
ested in the income tax returns because 
after all they find that the very great 
majority of people do not receive huge 
incomes. For instance, the Bureau of 
Internal Revenue gave out during the 
week the returns for 1924. In the entire 
United States there were 75 people who 
had incomes of more than $1,000,000. 
Those whose incomes ranged from $50,- 
000 to $100,000 are 19.4 percent of all 


The Man Who ‘“‘Just Happens Around’’ 


One of the life insurance officials calls 
attention to the practice that some agents 
adopt which he regards as decidedly weak- 
ening in their canvass. He refers to the 
statement that some agents make as they 
go into a man’s office to canvass him, “I 
just happened to be in the building or 
neighborhood and thought I would come in 
and shake hands with you.” This official 
says that the prospect immediately con- 
cludes that the agent has not come to him 
in any serious or definite way. He just 


. 
Profession? 
I will donate so many dollars. The idea 
came to me that the fellow who sent 


me those things must have a list of 
everybody and how much they give, so 
I sold him the idea that he could do a 
wonderful service for the children of 
that church if he would put me in touch 
with the fathers and he gave me a list 
of everybody and how much every one 
of them contributed each year to the 
church,” 

True, the church treasurer in this case 
is equally guilty of unethical tactics, but 
regardless of his connection, when. one 
of the leaders in the business can boast 
of this procedure, is it to be wondered 
that the public questions the profes- 
sional nature of the life insurance busi- 
ness? 


to come in more intimate contact with 
the public and to show the public that 
insurance is a decidedly necessary part 


of business and economic life. Every 
possible demonstration of this kind 
means much to the salesman. He wants 


at all times the favor of the public to- 
ward his business. It is likely that 
more of these “Insurance Days” will be 
inaugurated. They have proven their 
value to the business. 


paying income tax. Those who have net 
incomes between $1,200 and $2,000 made 
up the greatest proportion of the 7,369,- 
768 persons who filed returns, they 
making 32.75 percent of the entire num- 
ber. The average net income return for 
the country for 1924 was $3,481.26, The 
average amount of tax is $95.56. This all 
goes to show that life insurance agents 
can find an abundance of material 
among those having moderate incomes. 


“happened” around. He has no particular 
message or proposition to make. In his 
peregrinations the thought struck him that 
he might call on this man or that and 
luck might be with him. 

The man who “just dropped in” 


is re- 


garded by this official as nothing short of 
a pest. He states that the approach should 
be a very vital, well defined one, carrying 
a distinct message. It should be of a 
nature that impresses the Prospect with its 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Selwyn C. Woodard, Chicago man- 
ager for the National Life of Vermont, 
was absent from his office a part of last 
week, due to the arrival of Selwyn C. 
Woodard, Jr. Mr. Woodard is a happy 
general agent and now has a new can- 
didate for the life insurance business of 
the future. 


President Harry L. Seay of the 
Southland Life will celebrate his 54th 
birthday Nov. 25. Mr. Seay has headed 
the Southland Life for 17 years and has 
been extremely active in life insurance 
affairs, having headed the American 
Life Convention in 1917-18, and recently 
having been elected a member of the 
Association of Life Insurance Presidents. 


“Jack” Berlet, Philadelphia manager 
for the Guardian Life, circulated the 
unique anouncement of last week’s 
meeting of his “Eighteen Money-Mak- 
ing Sales Talks,” in the form of a foot- 
ball notice. The speaker at the meeting 
was “Pi” Way of Yale, who is now a 
prominent life underwriter, and Mr. 
Berlet featured the announcement — in 
the shape and design of a football—by 
pointing out that “Pi” Way of Yale used 
to put them over the goal line in great 
shape during his college days and now 
as a life underwriter he is “getting them 
over the dotted line with equal success.” 


A memorial to Henry B. Hawley, 
president of the Great Western of Des 
Moines, on his 70th birthday has been 
compiled by friends and fellow workers. 
The memorial took the form of a book 
containing the story of his achievements 
and including appreciations from Edwin 
Markham, poet; David Starr Jordan, 
prominent educator; Gardner Cowles, 
publisher of the Des Moines “Register 
and Tribune;” John H. Hogan, presi- 
dent of the Des Moines National Bank; 
Harley Stipp, lawyer; Miles Dawson, 
actuary; George Clark, former governor 
of Iowa; Johnson Brigham, state libra- 
rian; Clifford DePuy of the DePuy pub- 
lications and R. E. Emery, secretary of 
the company. 


Mrs. H. B. Hill of Springfield, IIl., 
wife of the president of the Mutual Life 
of Illinois, has been seriously ill, hav- 
ing undergone a surgical operation in a 
hospital at Springfield. She is now re- 
cuperating and expects to be home 
within two weeks. 


Miss Margaret Lois Fiske, voungest 
daughter of President Haley Fiske of 
the Metropolitan Life, was married in 
New York last week in the Church of 
St. Mary the Virgin to Martin Edwin 
Walker 3d of Wilmington, Del. Her 
uncle, the Rt. Rev. Charles Fiske, S. 
T. D., performed the ceremony, which 
was attended onlv by the families and 
closest friends of the bridal pair. A 
large reception followed at the home of 
the bride’s parents. Miss Fiske attended 
the Wheeler School at Providence. 
R. I., and was introduced several years 
ago. Mr. Walker is the son of Mr. and 
Mrs. Martin Edwin Walker, 2nd, of 
Wilmington, which will be the future 
home of the couple. 


John B. Keena. manager of the Cin- 
cinnati office of the Northwestern Na- 
tional Life of Minneapolis, was recentlv 
chosen president ofthe Presbyterian 
Men of Greater Cincinnati. This is an 
organization representative of apnroxi- 
mately 15.000 people in Cincinnati and 
vicinity. This is considered the highest 
honor that can be given a lavman in the 
Presbyterian church in Cincinnati. 


Samuel O. Buckner. inspector of aven- 
cies for New York T.ife at Milwaukee. 
has resigned as president of the hoard 
of trustees of the Milwaukee Art Insti- 
tnte after 16 years in that office. and 
also as member of the hoard. Mr. Buck- 
ner stated that after his long term as 





importance. 





sidelines and watch, now that the insti. 
tution is on a firm and substantial basis 
Mr. Buckner retains a life membership 
in the institute and recently gave a col. 
lection of paintings to the permanent 
exhibit. 

The Anchor Club, a unique friendly 
organization of eight men who were 
boys together at Conway, Ia., some 49 
years or more ago, held its ‘annual meeting 
at Bedford, Ia., last week. Three of the 
members are well known in insurance 
circles in Iowa. They are L. E. Ellis 
of Ellis & Holland Co., Des Moines, 
general agency; Claude Fisher, with the 
Connecticut Mutual Life for about 29 
years and new general agent in Des 
Moines, and G. A. Holland, formerly 
with Mr. Ellis in Ellis & Holland Co. 
but now conducting a general insurance 
business of his own. The Anchor Club 
is unique in that it exists without a 
written constitution or by-laws, but is 
bound together with a bond of mutual 
understandings that can exist only 
among loyal friends. 


On Oct. 30, Herbert M. Woollen, 

president of the American Life Conven- 
tion, started an extensive tour which 
will take him on his first official visit 
to the home offices of a large number 
of member companies in the convention. 
Mr. Woollen will later depart for the 
Pacific coast, arriving in time to attend 
the Insurance Commissioners’ Conven- 
tion at San Francisco, Nov. 15-20. Mr. 
Woollen is president of the American 
Central Life. 
R. J. Boyd, treasurer of the United 
States Reserve Life of Kansas City, died 
there Oct. 28. Death followed a short 
illness, although Mr. Boyd had been in 
poor health for more than a year. Mr. 
Boyd’s connection with the United 
States Reserve dated from the organiza- 
tion of the company, which started writ- 
ing insurance in January, 1923. He had 
been in the paving material business be- 
fore becoming one of the incorporators 
of the company, and continued to direct 
this business in connection with his du- 
ties as treasurer of the life company. 


Robert E. Daly, actuary of the Mis- 
souri insurance department, was mar- 
ried in Kansas City, Nov. 3 to Miss 
Pearl McCullough of Milan, Mo., who 
is also an employe of the department. 
The ceremony took place at the Pres- 
byterian Church in Kansas City, the 
Rev. Dr. W. F. Nesbit officiating. 
Mr. and Mrs. Daly will take a honey- 
moon trip to the Pacific coast, taking in 
the meeting of the Insurance Commis- 
sioners Convention at Los Angeles, be- 
fore returning to Jefferson City to re- 
side, 


President Isaac Miller Hamilton of 
the Federal Life of Chicago is leaving 
this week to attend the annual meeting 
of the Insurance Commissioners Cot- 
vention at Los Angeles. 


W. M. McKercher, general agent for 
the Northwestern Mutual Life in Sioux 
City, Ia., for the past 20 years and a 
representative of the company there for 
39 years, and Mrs. McKercher will cele- 
brate their golden wedding anniversary 
Nov, 9. Mr. McKercher went to Sioux 
City in February, 1873, and Miss Mary 
E. Wilson, now bride at the golden 
wedding, arrived there in December, 
1874. Both have seen Sioux City grow 
from a river settlement w ith steamboats 
on the Missouri river for transportation 
to a city of 80,000, and they have both 
been identified with the best life and 
progress of the city. Mr. McKercher is 
actively at the head of his office and he 
is probably better known throughout 
northwestern Iowa and South Dakota 
than any other life insurance man. His 
son. Donald McKercher, is associated 





president he wished to sit back on the 


with him as a- solicitor. 
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[ ure AGENCY CHANGES 


MAGOFFIN IS GENERAL AGENT 








Connecticut General Life Announces the 
Appointment for Its Territory 
Tributary to Erie, Pa. 





The Connecticut General Life an- 
nounces the appointment of N. B. Ma- 
gofin as general agent at Erie, Pa. He 
has been an agency assistant for the 
company for two years, working in 
Ohio, West Virginia and Pennsylvania 
districts. 

Mr. Magoffin was graduated from the 
Mercer high school and Mercer Acad- 
emy in Pennsylvania. He was connected 
with the Pennsylvania Railroad for 
three years and was office manager in 
a Pennsylvania manufacturing concern 
for ten years. While he was with this 
company he got his first insurance ex- 
perience selling for the Connecticut 
General on a part time basis. The pos- 
sibilities offered by insurance led him 
to give up his other work and devote all 
his time to selling insurance. 





REORGANIZING HUFF AGENCY 





New York General Agent of Travelers, 
Company’s Leader, Plans to Share 
Executive Duties 





NEW YORK, Nov. 3.—On the first 
of the year an important, far-reaching 
readjustment will be made in the organ- 
ization of the Perez F. Huff agency 
here of the Travelers, according to plans 
announced last week by Mr. Huff, who 
will remain a general agent of the com- 
pany but will henceforth devote all his 
time and efforts to personal production. 

Having worked hard in the life insur- 
ance business for 35 years, during which 
time he has again and again been the 
leading personal producer in the com- 
panies with which he has been con- 
nected, Mr. Huff believes he is now 
entitled to take things easier and _ there- 
fore desires to be free of the worries and 
responsibilities of administering and su- 
pervising a large general agency. Such 
an arrangement has been agreed to by 
the officials of the Travelers in appre- 
ciation of Mr. Huff's many years of out- 
standing service during which he has 
written more life insurance for the com- 
pany than any agent in its entire his- 
tory. 

Will Form a “Cabinet” 


In devoting himself entirely to per- 
sonal production Mr. Huff intends to 
associate with himself only three or four 
highly capable life insurance experts, 
who will constitute a small “cabinet” 
capable of efficiently managing the 
agency’s affairs in Mr. Huff’s absences— 
which will be many and long—for Mr. 
Huff plans to travel at least five or six 
months every year. At the same time 
he hopes to maintain his position at the 
very top of the list of the Travelers’ 
personal producers. 

As a signal honor to the man who has 
made considerable sacrifices of time and 
financial rewards in order to teach, train 
and develop them as scientific life under- 
writers, the agents of the present Huff 
organization will make a special drive 
between now and the end of the year, 
when they hope to have put at least 
$5,000,000 of new paid-for business on 
the books. In regard to their future 
work Mr. Huff has personally assumed 
the responsibility of helping and advis- 
ing them in finding places that will be 
most advantageous for themselves. 


Has Developed Many Stars 


Not only has Mr. Huff a remarkable 
record as a personal producer, having 
led all agents of the Travelers five times 
emp he joined the company in 1915, but 
e also has a unique record in recruiting 
_ developing agents of the $1,000,000 
class. A list of those now famous under- 
writers who were started toward suc- 











He wont say 


that 


He won’t say—“ Not interested” if 


you have preceded 
your call by a series 
of thought provoking 
letters. 


He won’t say—‘I can’t see your 


proposition,” if you 
have illustrated your 
service at work by 
the use of graphic 
pictures. 


He won’t say—“I want to think it 


over, —your 
“straight-to-the- 
point” letters have 
made him think it 
over before you call. 


These are a few of the time-wasting 
objections that are overcome by the 
effective circularizing system of The 
Lincoln National Life. 
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The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


More Than $435,000,000 In Force 
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GROWTH 


A matter of natural development. 
Our Growth has been persistent. 
Our root extends down--not out. 








We haven’t spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 
life. 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 
now. Write for information and territory 
desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 


Chicago, IIl. 
A. BE. JOHNSON, AGENCY MANAGER 











HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 
Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
¥° 6" e¥' 6 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who.loves his family 








INDEPENDENCE SQUARE PHILADELPHIA, PENNA. ) 











If You Have Knocked the “T” Out of “Can't” 


WE CAN({1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
GIVE {3. Your beneficiary a renewal pension. 


™ LA FAYETTE LIFE 


LA FAYETTE, INDIANA 








What have to say to Insurance men, can do i more 
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cess under Mr. Huff’s direction includes 
the names of Elmer G. Leterman of Let- 
erman & Gates, insurance brokers here, 
who to date this year have written about 
$4,500,000, over $1,000,000 going alone to 
the John Hancock through the local 
Gardiner agency; J. J. Keon, recently 
appointed a district manager by Hoey 
& Ellison of the Equitable Life of Iowa; 
Mary C. Shapiro of the New York Life; 
Frank A. Berthold, leading personal] 
producer of the Aetna; David M. Bress- 
ler and Louis B. Bloom, now insurance 
brokers; Abe Kornheiser; Harold Reg- 
enstein, Henry van Ost, Sam Ost and 
A. B. Joseph. The last five, all of whom 
produce more than $1,000,000 a year, are 
members of the present Huff agency. 
Last year the Huff organization with 
about 50 agents wrote over $25,000,000; 
about half of this sum being placed with 
the Travelers. The average yearly pro- 
duction per agent in the organization 
exceeded $500,000 last year and the 
average this year should be even higher. 





E. W. Spicer 


E. W. Spicer, formerly president of 
the American Bankers of Chicago, has 
become connected with the Columbus 
Mutual Life in that city as a general 
agent. 





George R. Whitlock 


George R. Whitlock has been ap- 
pointed manager of the Omaha branch 
office of the International Life. Mr. 
Whitlock began his life insurance work 
at Superior, Neb., as agent for the Equi- 
table Life of New York, and in 1919 was 
transferred to Hastings, Neb., thence to 
Lincoln, Neb., where he became district 
manager. Last July he was transferred 
to Omaha as assistant manager. 


Robert A. Gray 


Robert A. Gray has been appointed 
special agent in Tennessee for the 
American Central Life of Indianapolis. 
Mr. Gray was formerly president of a 
large Cuban corporation which owned 
and operated 150 acres of Cuban grape- 
fruit and orange land. Two years ago 
the corporation sold its properties to the 
president of Cuba and since that time 
Mr. Gray has been vacationing in 
Canada. His former home was in Cin- 
cinnati. 








Andrew Kinbacher, Jr. 


Andrew Kinbacher, Jr., has been 
named as agency supervisor by Man- 
ager Lathrop E. Baldwin of the Maiden 
Lane office, New York City, of the New 
England Mutual. Mr. Kinbacher is a 
graduate both of the home office train- 
ing school and the life insurance course 
of New York University, and has made 
an enviable record for himself at the 
Baldwin agency both as a personal pro- 
ducer and an organizer. 


W. A. Ames and L. K. Nichols 


Walter A. Ames has been appointed 
general agent for the Missouri State 
Life at Clear Lake, Ia. Mr. Ames has 
had a long experience in life insurance 
and has been active in civic affairs in 
Clear Lake. Lee K. Nichols has been 
appointed special agent for the com- 
pany at Clear Lake, to be associated 
with Mr. Ames. Mr. Nichols has been 
a personal producer, his business con- 
sistently amounting to $500,000 annu- 
ally. He was formerly agency man- 
ager for the Bankers Life at Wichita, 
Kan., and later agency manager for 
the Equitable Life of Iowa. 


S. F. and S. M. Sullenberger 


J. R. Railey, manager of the south- 
western department of the Great Repub- 
lic Life at Dallas, Tex., has announced 
the appointment of S. F. Sullenberger 
and S. M. Sullenberger (father and son) 
as general agents at Amarillo, Tex. Mr. 
Sullenberger, Sr., was formerly a na# 
tional bank examiner and for 15 years 
president of one of the large banks at 
Amarillo. He disposed of his banking 
interests to establish in partnership with 





Company of Amarillo. He is an income 
tax specialist and will specialize in writ. 
ing big cases. 


Louis C. Pierce 


Louis C. Pierce, assistant manager of 
the home office agency of the Pacific 
Mutual Life, has resigned and intends 
to take a long rest, later engaging in 
work of a character that will be less 
taxing upon his strength. Mr. Pierce 
has been a member of the staff of the 
John Newton Russell agency for the 
last ten years and during practically the 
entire period has held the position of 
assistant manager in charge of the edy- 
cational department. Prior to joining 
that agency he was for several years 
with the Los Angeles agency of the 
Equitable Life of New York. 








Luverne Sigmond 


Luverne Sigmond, who has repre- 
sented the Central Life of Illinois at 
Sioux City, Ia., for several years, will 
move with his family to Omaha, Neb., 
the middle of this month. He will be- 
come associated with Love, Haskell & 
Co., developing the life insurance busi- 
ness of that office, still representing the 
Central Life. Mr. Sigmond will be espe- 
cially missed in music circles. He is 
director of Abu Bekr Shrine Chanters, 
a group of talented singers who have 
made a national reputation among 
Shriners who have heard them in many 
of the big cities. 





Fred L. Murphy 


Fred L. Murphy has been appointed 
agency supervisor for the Fort Dodge, 
Ia., district of the New England Mu- 
tual Life. For the past six years he 
has been connected with the lowa gen- 
eral agency, Clarence N. Anderson, gen- 
eral agent. He has served as agency 
superintendent for the last three years. 

Mr. Murphy ranks high in Iowa life 
insurance circles. He is a large and 
consistent producer of business. With 
the company he holds a unique record. 
He has been connected with it during 
his entire insurance career and each 
week has written at least one applica- 
tion. 





Chester R. Gordon 


W. H. Savage, vice-president of the 
Great Republic Life, announces the ap- 
pointment of Chester R. Gordon as gen- 
eral agent at Sacramento, Cal. He has 
been for some time a leading personal 
producer of the Mutual of New York 
and has a fine record of results during a 
long experience in this business. 


Elmer V. Eckles 


A. L. Hart, superintendent of agen- 
cies of the central department of the 
Great Republic Life, has announced the 
appointment of Elmer V. Eckles as gen- 
eral agent at Springfield, Mo. Mr. 
Eckles is an experienced and successful 
life underwriter, having represented one 
of the large eastern companies for 4 
number of years. 


W. D. Curtis 


William D. Curtis has been appointed 
general agent of the Central States Life 
of St. Louis for southern Illinois with 
headquarters at Metfopolis. He is @ 
graduate of the Carnegie School of Life 
Insurance Salesmanship and has had 
considerable life insurance experience. 


S. P. Lockwood 


Samuel P. Lockwood, known through- 
out Oregon as the dean of life insur- 
ance representatives, has been appointed 
general agent in the Portland field for 
the Connecticut Mutual Life. He suc- 
ceeds V. T. Motschenbacher, general 
agent there for the past five and one- 
half years, who will continue with the 
office hereafter as a personal producer. 


G. W. Van Fleet 


The Atlantic Life announces the aP- 
pointment of G. W. Van Fleet as gen- 
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state of Minnesota. The company has 
been licensed in Minnesota for some 
time but it is just now beginning to 
cultivate the state, 

Mr. Van Fleet is well known in life 
circles. He was one of the organizers 
of the Peoria Life and served as its first 
president. Subsequently, he was Illinois 
general agent tor the Central Life. For 
several years past he has been engaged 
in another line of work in Minneapolis. 


W. J. Cardwell and J. N. Wigginton 


A partnership has been formed in Lex- 
ington, Ky., between W. J. Cardwell, 
general agent for the Provident Mutual 
Life, and J. N. Wigginton, for 12 years 
special agent for the Mutual Benefit Life 
at Lexington. Col. Cardwell has been 
in business for 31 years and for 27 years 
was with the Mutual Benefit. For 12 
years he was manager for that company 
in Kansas City, Mo. 


Life Agency Notes 


Harry C. Riggs has joined the North- 
western Mutual Life agency in Cincin- 
nati as special underwriter. Mr. Riggs 
has had a varied experience as a sales- 
man for many years and is well known 
in the city. 

August Paulsen, for four years repre- 
sentative of the Equitable Life of Iowa 
in Crawford county, Ia., has been ap- 
pointed district representative of that 
company, with offices in Webster City. 
His successor in Crawford county is 
Samuel Wright of Denison. 








NEWS FROM THE EAST 

















IS CONDUCTING SALES SCHOOL 
Shaw & Coughlin Agency of the Con- 
necticut General Life Arranged for 
Plan of Instruction 





The Shaw & Coughlin Agency of the 
Connecticut General Life is conducting 
a life insurance salesmanship school 
from Oct. 25 through Nov. 13 at Wilkes- 
Barre, Pa. The school is under the 
supervision of Lewis B. Hendershot, 
educational director of the company. 

Mr. Hendershot will be assisted by 
J. L. Wright and A. I. Moriarty of the 
Connecticut General’s agency depart- 
ment. Mr. Hendershot is a graduate 
of Cornell and of the University of Pitts- 
burgh School of Life Insurance. Mr. 
Wright is a graduate of Denison Uni- 
versity and Mr. Moriarty is a graduate 
of Harvard University. All of these 
three men have had extensive experience 
im insurance sales work. 

_ The school is being conducted in an 
intensely practical mannér. Mornings 
except Saturdays are given up to actual 
soliciting for business. On afternoons 
and Saturday mornings classes with 
recitations, lectures and demonstrations 
are scheduled which are calculated to 
give a broad knowledge of the subject 
of insurance and of the opportunities 
and responsibilities of work in the in- 
surance field. 

_ The functions of insurance, the needs 
it meets, selection of prospects, sales- 
manship, the Connecticut General, its 
history, aims and methods of assisting its 
field men, its circularizing and advertis- 
mg service, are among the topics under 
discussion in the school. 


Talks on Meeting Objections 


Ralph G. Engelsman, instructor of 
Sales methods at New York University 
and a leading producer of the Equitable 


Life, addressed the P. M. Fraser Agency- 


of the Connecticut Mutual ‘Life ‘in New 
park City at the weekly meeting Mon- 
my. Mr. Engelsman pointed out the 

Tee most valid objections raised by 
Prospects: The first of these is “Don’t 
need.” There are some ‘cases where per- 
Sons of means need tio insurance pro- 
- wey and in these “rare «instances 
- on’t need” is a valid objection. In 
up Sreat majority. of cases; howéver,: 

on't need” is an excuse, an attempt 


‘to procrastinate. The second valid ob- 


Jection is “Can’t afford.” In this con- 
ection, Mr. Engelsman stated that he 
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_— 
JAMES W. STEVENS, Founder 






The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
company from the ground up—thoroughly knows 
and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 














_ He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowled be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 

lems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousa 
and one little complaints and troubles of the mes 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 























From address of R. W. Stavens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 

November, 1925. 







Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the illinois Legal Reserve hinpantes 
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There's a Place for You—— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 





CALIFORNIA 
STATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 











The first Law of Success Is to 
Recognize Opportunity and Grasp it 


For a period of over twenty years we have made a 
sound and consistent growth. Now comes the time 
for a broader expansion program. 

We are taking an individual interest in our present field men. 
We expect to add some REAL MEN to our organization. We 
think more of a MAN than we do of volume. 

VOLUME, INCOME and 


With our individual interest, 
FUTURE are assured. 

After we talk with you in confidence and find you to be one of 
the MAN TYPE, from then on we share the larger part of the 
responsibility. 

THIS MAY BE YOUR OPPORTUNITY 
WRITE IN CONFIDENCE 
We operate in Iowa, Minnesota, South Dakota and Nebraska 


The Old Line 


CEDAR RAPIDS LIFE 
INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 





solicited only those persons whom he 
knew could afford it. “Can’t pass” is 
the third valid objection. Mr. Engels- 
man advised against spending time with 
a prospect after he had had him ex- 
amined and declined once, for at least 
a year after the declination. Except- 
ing these three valid objections, all other 
so-called objections must be classified 
as excuses. 





Eight-Page Life Section 


An eight-page life insurance insert ap- 
peared in the Sunday edition of the 
Cleveland “Plain Dealer” this week. It 
was perhaps the most comprehensive 
effort of that kind that the people of 
Cleveland have ever seen. Several in- 
structive articles appeared in this edition, 
written by leading life underwriters, 
and treating on almost all phases of the 
subject. 

It is the intention of the officers of 
the association to continue this feature 
as often as possible. The best subject 
matter obtainable will be used. It is 
not expected that it can be maintained 
in its present size, but the leading agen- 
cies feel that they will be able to have 
a weekly department that will be full 
of interest. The section or supplement 
contained a good amount of advertising 
and an effort will be made to maintain 
this feature also. 





Addresses McNamara Organization 


At this week’s meeting of the educa- 
tional course of the John C. McNamara 
Organization, managers in New York 
City for the Guardian Life, the speaker 
was William L. Royall, agency direc- 
tor and supervisor of the New York 
Life, who gave an interesting demon- 
stration and inspiring talk on practical 
sales methods and ideas. Captain Royall 
is one of the younger leaders, having 
been in the business only seven years, 
but his rise has been steady and rapid. 
Not only does he now supervise five 
agencies for his company, but he also 
directs his own staff of 60 men produc- 
ing $16,000,000 annually and in addition 
manages to write a large personal busi- 
ness averaging about $3,000,000 a year. 


Opens Grand Rapids Branch 


The Grange Life of Lansing has 
opened a branch office at Grand Rapids, 
Mich., in charge of H. P. Rogers. The 
company is expending its agency or- 
ganization in the state considerably, 
following a healthy business growth 
during the past few years. 





Wrote Huge Business 


The Edward A. Woods agency of 
the Equitable Life of New York at 
Pittsburgh wrote 900 applications for 
$4,000,000 of insurance in one week last 
month in henor of Vice-President 
Frank H. Davis. Nearly 350 members 
of the agency articipated in this drive 
in honor of Mr. Davis. Only one week 
was used, Oct. 18-23, but in that time 
over $4,000,000 was written and a 
bound volume giving a complete record 
of the drive was presented to Mr. 
Davis last week. The final report 
showed 928 applications for $4,015,670. 


Cites Additional Fraternals 


Commissioner Barfod of Pennsylvania 
is continuing his campaign to clean 
house among the fraternal and assess- 
ment societies operating in the state. In 
addition to the 26 societies cited to ap- 
pear before him to show cause why they 
should not be prohibited from writing 
business in the state, the commissioner 
has now cited another group, including 
domestic fraternals, domestic beneficial 
and foreign assessment associations. The 
domestic fraternal organizations cited to 
appear for a hearing Nov. 18 are: Scran- 
ton Union, Scranton; Independent Order 
Sons of David, McKeesport; Ionic Tem- 
ple, Pittsburgh; Lincoln Fraternal 
Brotherhood of Equality, Pittsburgh; 
National Safety Protective Association, 
Pittsburgh; Russian Mutual Aid Society 
of Alexander, Pittsburgh; Slovak Bene- 











ficial Society, Osceola Mills; State Grand 


—=—_= 


Lodge of Pennsylvania, United Brothers 
of Friendship & Sisters of the Mysterj. 
ous I. O. L. Juvenile, Pittsburgh; Teach. 
ers Protective Union, Lancaster; Union 
Society Srbobran Sloga, Pittsburgh, 


Kline Leads Mutual Life 


Morris W. Kline of the Clevelang 
branch office of the Mutual Life of New 
York led all of the 9,000 agents of the 
company, both in number of lives jp. 
sured and in paid-for business in August. 
It is stated that this is the first time 
that any of the company representatives 
in Ohio has led the entire country both 
in paid-for business and number of lives 
insured. Mr. Kline is president of the 
$250,000 field club. 





Bookstaver Agency Luncheon 


Joseph D. Bookstaver, New York 
general agent of the Travelers, invited 
his agency staff and friends to a luncheon 
Wednesday noon to meet and hear an 
address by his brother, Rev. Dr. Philip 
D. Bookstaver of Harrisburg, Pa., the 
noted author, lecturer and scholar. As 
in his previous appearances before the 
agency, Dr. Bookstaver aroused great 
enthusiasm with his forceful magnetic 
personality. 


Tell of Boston Agency 


The National Life of Vermont fea- 
tures a sketch of its oldest general 
agency in the current issue of “The Na- 
tional Messenger,” the company’s house 
organ. The oldest general agency in the 
company is that in Boston. It was estab- 
lished in 1850 by C. D. Lathan and in 
1857, after two changes in management 
and one change in location, the office 
was put under the management of James 
T. Phelps. With Mr. Phelps was James 
T. Phelps, Jr., then 13 years old. By 
1869 the son had become manager of the 
general agency himself. He immediately 
became a notable producer and agency 
organizer, his business producing one- 
third of the company’s entire business in 
1870 and over 43 percent in 1880. In 
1878 Mr. Phelps was made a director of 
the company and in 1892 he became vice- 
president. In 1883 Mr. Phelps had taken 
in as an office boy Charles W. Ganmons, 
fresh from the English high school. He 
soon became Mr. Phelps’ right-hand man 
and in 1897 Mr. Phelps took Mr. Gan- 
mons and his son-in-law, J. Howard Ed- 
wards, into partnership with him and at 
Mr. Phelps’ death they carried on the 
general agency with Mr. Ganmons as 
the senior partner and director. It is 
pointed out that the agency has pro- 
duced some of the country’s outstanding 
life underwriters and a number of the 
company’s leading producers. 











MISSISSIPPI VALLEY 

















DR. ROCKWELL WAS SPEAKER 





Head of Life Insurance School Ad- 
dressed Patterson Agency of 
Equitable Life in Chicago 





Dr. Charles J. Rockwell, head of the 
Rockwell Insurance School, which holds 
its life insurance sales educational 
courses throughout the country, spoke 
before the Leaders Club of the Alex- 
ander E, Patterson agency of the Equita- 
ble Life of New York in Chicago Tues- 
day on “Selling Life Insurance.’ e 
gave the leaders of the Patterson agency 
an excellent summary of some of the 
fundamental’ problems encountered ™ 
the field. This was the regular monthly 
meeting of the Leaders Club of this 
agency, 29 agents qualifying on the basis 
of production. s 

Mr. Patterson announced that the final 
returns for October showed that this 
was the 19th consecutive $1,000,000 
month for the agency. The Pattersom 
agency has maintained a consistent 
$1,000,000 pace for nearly two years. 
The October production was $1,200,000 
paid business, this bringing the "ew 
business of the agency for the first te? 
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months of the year to a figure 22 percent 
over that paid for in the same period of 
1925. This is an increase two and one- 
half times that generally reported. 





No Old Age Pensions for Milwaukee 


The old-age pension system outlined 
in a law passed by the 1925 Wisconsin 
jegislature will not be established in 
Milwaukee county. At a meeting of the 
county board joint committee on judi- 
ciary and finance last week, a resolu- 
tion was passed which stated in effect 
that if the state pays Milwaukee county 
the $500,000 the state owes the county, 
the old age pension proposition may be 
considered. 

In the opinion of the members of the 
county board, this is the death-knell for 
the old-age pension in Milwaukee. 


Cox Addresses Boy Scouts 


Ww. E. Cox, Iowa supervisor of the 
Bankers Life of Lincoln, addressed an 
assembly of Boy Scouts last week at 
Mason City, Ia., on “Citizenship.” Mr. 
Cox was formerly a Boy Scout, secre- 
tary of the Y..M. C. A., and is an 
ardent believer in the Boy Scout Move- 
ment. 





New Des Moines Company 


The Midwest Mutual Life, a newly 
organized Des Moines company, was 
chartered Thursday by the secretary of 
state. Wilbur M. Johnson, vice-presi- 
dent and actuary of the Royal Union 
Life, is president of the Midwest Mutual. 
A. E. Read of Des Moines is vice-presi- 


dent. A. G. Wellman of Birmingham, 
Ala., is secretary and actuary. He is 
already in Des Moines. J. E. Atwood 


of Des Moines is treasurer. 

Wilbur M. Johnson, head of the com- 
pany, is well known in local insurance 
circles. He is president of the Actuaries 
Club of Des Moines. He will continue 
with the Royal Union Life. The new 
company has not yet opened offices, but 
will do so after preliminary organization 
work is completed. 


Sending Out Kansas Code 


Superintendent Baker of Kansas, 
chairman of the insurance code commis- 
sion, began the distribution of the new 
insurance code this week. The books 
of nearly 200 printed pages began com- 
ing from the printers early in the week. 
Copies are being sent to the presidents 
ot every company doing business in 
Kansas, to other company presidents 
and attorneys where copies were asked 
tor and to each insurance department. 

Copies also are going forward to the 
members of the senate, which is a hold- 
over branch of the legislature. The re- 
sults of the house contests in the 125 
districts will not be known for some 
days and the distribution to these will 
not be made until next week. 


Baker Elected far Third Term 


Kansas will have William R. Baker as 
superintendent of insurance for another 
two years, making six years he will 
have served in this capacity. He was 
elected to a third term at the Tuesday 
Settee, his opposition being only nom- 
inal, 

Captain Baker was assistant superin- 
tendent of insurance under F. L. Travis 
tor nearly two years and then resigned 
to go with the Liberty Life of Topeka. 
n the primary four years ago he won 
the Republican nomination in a field of 
tour candidates and was elected. Two 
years ago he had no opposition in the 
Primary but did have in the election. 
This year he had a sharp contest in the 
Primary but none in the election. He 
ran for a third term purely because he 
felt he could be of service to the state 
when the legislature began considering 
the new insurance code. He has an- 


nounced that he will not seek another 
term, 








Hintzpeter’s October Record 


Herman C. Hintzpeter, manager for 


the Mutual Life of New York in Chi- 


cago, has closed the month of October 
with $2 


800,000 of life insurance having 





close to $2,000,000 of this 
amount. The number of applications 
put through was 375. Mr. Hintzpeter 
has built up a splendid organization, the 
agency consisting at this time of 160 
men. He has recently taken on addi- 
tional office space in the Continental & 


paid for 


Commercial Bank building, 208 South | 


LaSalle street, to take care of his rapidly 
growing organization. 





Agency Directors Meet 


partment. Plans for the balance of the 
year and for 1927 were drawn up at the 
conference, which lasted an entire day. 





Had $1,000,000 Month 


The Samuel Heifetz agency of the 
Mutual Life of New York in Chicago 


| paid for over $1,000,000 in October. The 
| agency is growing rapidly and is con- 


| stantly adding new men. 


The agency directors of the*New York | 


Life in the middle western territory 
gathered in Chicago last week for a con- 
ference with Robert E. Whitney, in- 


spector of agencies of the central de- | 


Mr. Heifetz 
has a training course and an educational 
department always in action to prepare 
the new men for the work and with the 
several additions to the force this month 
a very notable increase over the October 
$1,000,000 is expected for November. 








| IN THE SOUTH AND SOUTHWEST 








NO LOSS TO POLICYHOLDERS | 





Commissioner R. L. Daniel Successfully 
Completes Liquidation of Texas 
State Life of San Antonio 





AUSTIN, TEX., Nov. 3.—Commis- 
sioner R. L. Daniel has filed his sup- 


plemental and final report as receiver 


with the judicial district court of Travis | ance” conducted by Cravens, 


| 
| 





Mr. Daniel to the district court for re- 
ceivership, which court appointed the 
commissioner receiver. 

In spite of the chaotic condition in 
which Mr. Daniel found the affairs of 
the company, he succeeded in disposing 
of the policyholders’ liability through 
reinsurance and otherwise without loss 
of a dollar to any of the policyholders 
or their beneficiaries. As the interests 
of the insureds in this company have 
been protected, the commissioner, as 
receiver, is now seeking his discharge 
in that capacity. 





TELLS “HOW NOT TO SELL” 


Automobile Dealer Gives Fourth of 
Talks to Cravens, Dargan & Co. 
Agency at Houston, Tex. 

Fy * 08 -Much 


HOUSTON, Nov. 4. 


q re S| er | interest is being aroused by the weekly 
| of the Texas State Life of San Antonio | talks on “How Not to Sell Life Insur- 


' 


Dargan 


Raymond Pearson, Houston automo- 


county. This company, which received | & Co. 
its charter in September, 1925, was 
| found hopelessly insolvent in an ex- 


amination conducted by the department 


tion, the certificate of authority was 


was the fourth to address 
Mr. Pearson said he had 


bile dealer, 
the agents. 


|about 60 days after its incorporation. | the conviction that the predominating 
| On the basis of the report of examina- | weakness in 


life insurance salesmen 
today is the lack of knowledge of the 


revoked and application was made by!thing they are selling, with particular 
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Offering Something New and Different 


GENERAL AGENTS 


Arkansas, Kansas, Missouri, Ohio, Oklahoma, Pennsylvania and Texas 





PROSPECTS OR “SUSPECTS?”’ 








nine years. 
College. 


' We have devised a unique PRE-APPROACH PLAN which ABSO- 
| LUTELY transforms “Suspects” into PROSPECTS. 


A NEW CHILD’S EDUCATIONAL ENDOWMENT POLICY 
insuring the child as well as the beneficiary—a “TWO-IN-ONE 
CONTRACT” waiving further premium payments in event of death 
or disability of the parent or guardian. 
medical up to $2,000.00 and insures children from one day old to 
Paying in monthly sums when the child is ready for 


This contract 


A closing argument in pictures and facts put up in a convenient 
CANVASSING PORTFOLIO which aids in securing the “name on 
the dotted line.” This brings both the sense of sight and hearing 
into play and PRODUCES BUSINESS that would otherwise be lost. 


Many other NEW FEATURES in the making that will materially 
assist our representatives. 


is non- 





MEN OF CHARACTER AND ABILITY WANTED 








Company Incorporated 1908 











GEO. L. GROGAN 
Manager of Agencies 


The Bank Savings Life Insurance Company 
Of Topeka, Kansas 


Guaranteed Low Cost 
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Security~-— 


When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has alwavs stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


Newark, N. J. 
Organized 1845 


The Mutual Benefit Life Insurance Co. 

















| Independence, and it is commemorating 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 


A Hearty Welcome! 


The great City of Philadelphia is host to the Nation 
these months of celebration of the one hundred and 
anniversary of the signing of the Declaration of 
that momentous 


duri 
fiftiet 


Exposition of 1876. 


The Home Office of the Penn Mutual is on famous 
Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to 


Independence 


Philadelphia during these festival months. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 


Orgenised 1847 





regard as to what life insurance will do 
for the purchaser, beyond paying funeral 
expenses. 

“Before anything is seen it must first 
be conceived in the minds of the sales- 
men. Salesmen that come into my office 
frequently convince me immediately that 
the main thing they see is a chance to 
make a commission. What I want a 
salesman to do before he gets to me is 
to conceive in his mind some idea 
wherein life insurance will be of greater 
service. Usually he begins his inter- 
view, however, by trying to sell me 
some more of a kind and use of insur- | 
ance that I am convinced I already have 
too much of. If he brings a new idea 
and a new thought to present, it is, of 
course refreshing and interesting. 

“Impress your prospect that you have 
a sympathetic attitude toward him and 
his business and problems as you try to 
close him. Make him feel you want him 
to take it because it will be good for 
him and not because you want to make 
money out of it. Remember the pros- 
pect is going through an intense mental 
struggle as he decides whether to say 
yes or no. Learn to help him make his 
decision. Ease the way for him. Take 
the attitude that it is up to you to fur- | 
nish the service and the service if fur- 
nished will provide you with commis- 
sions. I want especially to commend 
you for holding meetings of this sort. 
You never know too much about life 
insurance,” Mr. Pearson said. 





Equitable’s Oklahoma Meeting 


Speakers for the Equitable Life of | 
New York educational conference at 
Oklahoma City Nov. 19-20 have been 
ig ey They will include Frank 

Davis of New York, vice-president; 
Miles Lassiter of Wichita, president of 
the Federal Land Bank and Equitable 
director; M. A. Nelson, agency manager 
at St. Louis; Dr. George C. Trawick, 
St. Louis, medical referee, and A. V. 
Olt of St. Louis, assistant agency 
manager. 




















Territory does make a difference 


If 


Close co-operation is necessary 


If 
A friendly interest is 


If 

You are a producer 
If 

You believe in yourself 
If 


needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 
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LIFE INSURANCE COMPANY OF VIRGINIA 


Issues the most 


with premiums payable annus 


INCORPORATED 1871 


RICHMOND, VIRGINIA 
a ey! forms of bays 


Y Policies 
from $1,000.00 » pm 
comt-conenlip or quarterly 
INDUSTRIAL Policies up to $1,000.00 


with premiums parabi 
CONDITION ON DECEMBER 8i, 1925 










Acsete ..... eedeoceees coosed Pry teed 
Insurance in cha a ors “te “* atatite 
Total Payments to’ Petieneiders ‘sineo i” i922. 2222-9 sae seiTearies 


JOHN GC. WALKER, President. 





New Company for Fort Worth 


Fort Worth, Tex., will have a_new 
life company in a short time. The Texas 
department has issued a permit to James 
A. Bordeaux to sell $100,000 of stock. 
The money derived from the sales is to 
be deposited in the Fort Worth State 
Bank until the company is organized. 
The authorized capital is $100,000. It is 
reported that stock is being subscribed 
rapidly and the company probably will 
be organized and writing business in 30 
days. 





Central of Kansas Enters Texas 


The Central Life of Fort Scott, Kan., 
has been licensed in Texas. Location 
of the state headquarters of the com- 
pany will be announced later, it was 
said. It is understood the state offices 
will be in Dallas. 





Branch Office at San Antonio 


Ben Thorp, Texas state agent for the 
Federal Life, announces the establish- 
ment of a branch office at San Antonio 
with Aubrey H. Frazer in charge. Four- 
teen salesmen covering San Antonio ter- 
ritory and the lower Rio Grande valley 
will operate from the San Antonio 
branch. Mr. Thorp now has branches 
at Fort Worth, Wichita Falls, Amarillo, 
Abilene, Sulphur Springs and San An- 
tonio. 





Seek Continuing Licenses 


One of the new insurance laws to be 
asked at the next session of the Texas 
legislature will be issuing permanent li- 
cense to qualified life insurance sales- 
men instead of the annual license now } 
issued. Life insurance men in Dallas 
say Commissioner Daniel has agreed to 
submit the proposed measure. The mat- 
ter was discussed with the commissioner 
while he was in Dallas recently. 

Life insurance salesmen and company 
officials declare the “yearly” license plan 
is a nuisance and works a hardship on 
the commissioner’s office. They declare 














———— 
life insurance he should be issued a cop. 
tinuous license, which will be a license 
he can operate under as long as he care; 
to remain in the insurance business, 





Hold Regional Meetings in Southwes, 


Daniel Boone, Jr., president of the 
Midland Life of Kansas City, and C, y 
Cortner, superintendent of agencies, are 
holding regional meetings in the agen. 
cies of the company in Oklahoma anq 
Texas. The trip will occupy a week. 








Mutual Benefit’s Kentucky Meeting 


Mutual Benefit Life agents in west. 
ern Kentucky met in Owensboro, Ky. 
last Friday for a two-days’ session, 
J. G. Weill, the district manager, was 

It was the third successive 
year that the Mutual Benefit agents 
have met in Owensboro for their fall 
conference. 








PACIFIC COAST F IELD 

















START DENVER SALES COURSE 


Harry W. Wood of the American Life, 
Formerly of Denver University, 
Is in Charge 


| the host. 
| 
| 
| 








A new course in life insurance sales- 
Fre agp is to be conducted in Denver 
this year under the combined auspices 
| of the Colorado Life Underwriters As- 
| sociation and the Denver Institute of 
| Technology of the Y.M.C.A. Harry 
|W. Wood, superintendent of agencies of 
the American Life and formerly direc- 
tor of the life insurance school of the 
University of Denver, will be the in- 
structor. The course will cover a period 
of four months on Tuesday evenings. 
On the opening night Mr. Wood gave 
an address on the general subject, “Life 
Insurance Salesmanship.” 





Will Conduct Agency School 


F. Dayton Davis, director of the edu- 
cational department of the American 
Life of Detroit, will conduct a school 
of instruction for life insurance workers 
in Portland, Ore. Announcement to this 
effect has just been made by Leon N. 
Lefebvre, coast agency supervisor for 
the company. Mr. Davis has just com- 
pleted a similar course in Seattle. He 
was formerly a professor in the insur- 
ance department of the University oi 
Michigan. 





Big Coast Group Policy 


The Puget Sound Power & Light 
Company has completed arrangements 
for what is said to be the largest grouy 
life insurance policy ever written in the 
state of Washington. The policy covers 
approximately 3,600 employes and _ the 
total will be close to $5,000,000. The 
plan is entirely optional with the em- 
ployes but the company will pay a por- 
tion of the cost on all policies up t 
5.000. The policy is with the Union 
Life. 





Moriarty on Coast Trip 


John J. Moriarty, second vice- presi- 
dent of the Missouri State Life, is on a 
trip to the Pacific Coast. He will visit 
the company’s agencies along the route 
and he expects to be in Los Angeles to 
attend the sessions of the Insurance 
Commissioners Convention. 


Life & Casualty to Broadcast 

The Life & Casualty has acquired 
half interest in radio station WDAD of 
Nashville and new equipment will be 
installed to make the station one of the 
biggest and best in the South. The city 
has another large radio broadcasting 
station, WSM, operated by the National 
Life & Accident. 

The company will build a separate 
studio in its new home office building 
and will broadcast practical talks on 
thrift, health and other subjects, in ad- 
dition to its entertainment programs. 

T. Ward, vice-president of the Life 
& Casualty, will have personal super- 





it a man is competent to write or sell 


vision of the new station. 
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Commissioner Einar Barfod Gives As- 
sociations Hearing on Right to 
Operate in Pennsylvania 


H: ARRISBURG, PA.., Nov. 3.—Com- 
missioner Einar Bariod, who has 
been waging a campaign against fra- 
ternal life imsurance societies, is now 


turning his attention also to assessment 
accident and health organizations. The 
domestic beneficial societies cited to 
show cause on Nov. 23, why the attor- 
ney general should not proceed against 
them are: American Independent Bene- 
ficial Association, Philadelphia; Ameri- 
can Mutual Benefit Association, Phila- 
delphia; Clergymen’s Cooperative Ben- 
eficial Association, Lancaster; Guaran- 
tee Mutual Aid Society, Philadelphia; 
Industrial Accident & Health Associa- 
tion (now Universal Accident & Health 
Association), Philadelphia; National Se- 
curity Association, Philadelphia. 

The following foreign assessment as- 
sociations, suspended with 108 agents, 
are cited for Nov. 26; Detroit Casualty, 
Detroit; Home Accident & Health (now 


Home Assurance), South Bend, Ind.; | 
St. Lawrence Life Association, New 
York; Union Casualty, Detroit; United 


States Indemnity Society, Boston. 





New Monthly Payment Policy 


The National Accident & Health of 
Philadelphia has recently placed on the 
market a new form of monthly payment 
policy called the “Simplex.” Its special 
features are simplicity and clearness of 
construction, the risks covered being 
clearly designated in the insuring clause, 
and all so-called frills eliminated; the 
entire absence of exceptions and the pay- 
ment of indemnity for non-confining ill- 
ness at the full rate for all diseases. 

Without riders, the policy does not 
cover the first week of disability either 
under accident or illness. A rider may 


be attached at an additional rate, pro- 
viding this additional protection. The 
age limits of the policy are 16 to 49, 


though it may be written up to age 60, 
at an addition of 10 percent for each 
year the applicant is over 49. Women 
may be written under the same policy, 
by special endorsement, from ages 16 to 
49. The time limit of payment is six 


months for illness and three years for | 


accident, though life indemnity for both 
illness and accident is granted by use 
of special rider. 

The premium income of the National 
Accident & Health for the first nine 
months of this year increased more than 
20 percent over the cogresponding period 
of last year. 


Trumble in New Post 


J. W. Trumble, formerly claim exami- 
ner in the accident department of the 
Employers Indemnity, has been ap- 
pointed claim examiner for the Ameri- 
ean Bankers. 

Mr. Trumble takes the place filled for 
19 years by Miss A. E. Riemann, now a 
director of the company, who becomes 
planning and personnel director. 


Few Carry Life and Accident 


LINCOLN, NEB., Nov. 2—Ralph Weav- 
erling of the health and accident depart- 
ment of the Midwest Life recently had 
a survey made of more than 1,000 appli- 
cations, made to that department, and 
found that but 4.4 percent of the persons 
signing them carried life insurance. This 
led to a survey of as many applications 
for life insurance and it was found that 
only 5.6 percent of these applicants car- 
ried either accident or health insurance. 

While it is considered possible that 
some of the signers did not understand 
the nature of the question, it is insisted 
that the figures are approximately cor- 
rect, and indicate that there is a very 
wide field for the activities of both life 
and casualty salesmen among those who 
buy one or the other but not both kinds 
of protection. It is possible that a man 
with casualty insurance may feel finan- 
cially unable to take up the burden of 
keeping up life premiums, but what puz- 
zles the insurance men is why a man 


CITES ASSESSMENT SOCIETIES | 





self unprotected against the hazard of 


accident or disease. 


Probe Fraternal’s Activities 

An investigation into the alleged sales 
of accident and health insurance by offi- 
cials of the St. Joseph & St. Mary's 
Croatian Catholic Association of Kansas 
City, Kan., has been undertaken by Su- 
perintendent Baker of Kansas. The 
| society is incorporated purely as a fra- 
ternal social organization, without 
|authority from the state or from the 
| insurance department to transact an in- 


surance business. It is reported that 
| recently the officers have been selling a 
| form of accident and health insurance 
'to members. 

If the department finds that the so- 
| ciety is actually in the insurance busi- 
| ness it will be required to take out a 
new charter and secure authority te 
write insurance or will be ousted from 


this activity. 


Accident Policy Construed 
In a Massachusetts case 
that provision in a policy providing for 
payment if death is caused while riding 
in a “motor driven car” does not include 
death caused from riding on a motor- 
Salo vs. No. Amer. Acc. Supreme 
Judicial Court, Mass. Oct. 20. 


it was held 








| "NEWS OF LIFE POLICIES | 
| Roane. ote cere | 


Books, ~ ting the “Unique Manual- | 
Digest,” annually in May at $3.50 and the | 
“Little Cem" published omy in April at $2.00. | 
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Missouri State Life 


The Missouri State Life is now per- 
mitting its agents to write its economic 
protection forms on a non-medical basis, 





| erintendent W. B. Woodmansee, 


1O., to 


| superintendent. 


| 
| 


| 
| 
in 
| 


| 
Piqua, O., 
i 
| 


either under its general non-medical 
|} rules or the salary savings plan. 
| This, however, will not involve any 


change in the company’s rule that eco- 
| nomic protection policies will only be 
issued to preferred risks. 





| WITH INDUSTRIAL MEN | 














Public Savings Changes 


The Savings Life 
ferred Superintendent O, O. Smith, De- 
troit 5, to Sidney, O. Agent O. Thomas, 
Detroit 5, has been promoted to superin- 
tendent. Superintendent W. J. Plunket, 
was transferred to Troy, O. 
Agent A. J. Putterbaugh, Piqua, O., has 
promoted to superintendent. Sup- 
Newark, 
O., has been transferred to Springfield, 
take charge of a newly created 
superintendency. Agent S. E. Bess, 
Evansville, has been promoted to super- 
intendent, and Agent W. A, Hester, In- 
dianapolis east, has been promoted to 


Public has trans- 


been 


Midwest Policyholders’ Month 


November has been designated by 
President N. Z. Snell of the Midwest 
Life of Lincoln, Neb., as policyholders’ 
month, and in so far as it is possible an 
agent will call on every holder of com- 
pany contracts in order to offer his 
services, solicit more insurance or ask 
for favorable recommendation to friends 
and acquaintances. 

















Life Insurance in Force 
June 30th, 1926 
(Ordinary and Industrial) 


$342,950,956.00 


Surplus Security to Policyholders 
$4,067,683.48 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. L. Moody, Jr., Shearn Moody, 


Vice-President 


W. J. Shaw, 
Secretary 




















MUTUAL LIFE 


= GLOBE INSURANCE COMPANY 


of CHICAGO, ILL. 
Assets - - - - - - = = $1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders and 
representatives 


It Is the Last Word in 
SERVICE 


T. F. Barry, Founder Pose Barry Dietz, President 
The GLOBE weekly news mailed to you every week by 
request without charge 
Home Office: 
431 S. Dearborn Street Phone Harrison 1998 


























23 MICHIGAN YEARS 


“Bill” 
small territory in ! 
years—and Olive is a 
man. 


Olive has cultivated one 
Michigan for 23 
“successful” 





A m= : : 
LEGAL RESERVE The Franklin has equally good 
COMPANY territory in Michigan for new men; 


and a Home Office r representative 
now in Michigan has already made 
several connections. 

Write to Jos. W. Jones, Vice- 
President in Charge of Agencies. 


Full Life Line 
Double Indemnity 
Income Disabilit y 
“Excess Interest” 
Juvenile 

Non-Medical Policies 
Low Rates 
Non-Participating 

















able to carry life insurance leaves him- 








George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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THE NATIONAL UNDERWRITER 


November 5, 1996 





Your Prospect’s Future 
is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 
business. Sell this contract: 


Any natural death.............+++$5,000 
Any accidental death ............ 10,000 
Certain — deaths... pene. . 15,000 
Accident Benefits $50 per W. “ 
pdb cad s lable) 
Also —— Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice President, Eugene E. Reed, will tell 
you all about it. Write him direct .... and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord New Hampshire 


{| Inquire! a | 
A Loyal, Efficient Agency Corps 


Back of the success of a life 








women in ae, a vocation they like in which 
have confidence and pride. sie value to thelr respective commaunitios and tn own indi- 

= SENS quae eons company to constituent mem 
— Mutual Life of New York, the first American legal reserve mutual life insurance 
pany, has for met the proving test of ice to its members. 


years 
Today, So, hip Campanas prestige accorded to 5 d achievement is upborn 
and carried on by loyal, Jey FT workers. ene - . 


shy have unsurpassed contracts and facilities t By to their public—all standard 
forms insurance (on je to . X and yey A b (4 con and fer women; Dis- 
ability and Dow ile In py Tas py AE gD 


take a in bi w cat loyal, efficien 
naa ee! pride iain realy pon a gr past—a loyal, it agency corps 


Those who contemplate life insurance eid | work as a vocation are invited to write to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET 
NEW YORK, N. Y. 

















in these past several years. business in 1925 was nearly 50% better than 
1924, a gain of about three times greater than the average. For the first half of 
1926 our gain was 20% over 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAR | LIFE INSURANCE COMPANY. oF AMERICA 
‘ounded 1860 under the Laws of the State of New Y: 


5@ UNION SQUARE, NEW YORK 
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ILLINOIS ASSOCIATION MEETS 





Recently Organized State Body Holds 
Its First Mid-Year Assembly 
in Rockford 





ROCKFORD, ILL., Nov. 3.—The 
Illinois association held its first mid-year 
meeting in Rockford Saturday to con- 
sider some of the purposes for which 
the state organization was formed. 
About 100 delegates and guests were in 
attendance, and many cities throughout 
the state were represented. Local ar- 
rangements were in charge of A. W. 
Voedisch, president of the Rockford 
association, and Sherman Elliott, its 
secretary. A tour of the city’s industries 
was conducted in the morning and the 
banners on many autos secured some 
publicity for life insurance. Following 
luncheon Clarence E, Patrick, secretary 
of the Rockford Association of Com- 
merce, extended greetings, and the con- 
vention immediately got down to the 
business of considering the legislative 
situation as it relates to insurance. B. 
F. McClelland, Rockford general agent 
for the Continental Assurance and presi- 
dent of the state body, presided. 

L. J. Kempf of Chicago, president of 
the Insurance Federation of Illinois, out- 
lined the successful activities of that 
organization, and stressed the identity of 
interest of policyholders and agents. 
“Legislation,” he said, “should be for 
the benefit of policyholders.” A. W. 


the Iowa state association, gave a de- 
tailed analysis of the present Illinois 
laws relating to protecting the proceeds 
of life insurance against the claims of 
creditors, and other legal aspects of 
agency work. 


Criswell Discusses Legislation 


of the Chicago association and secretary 
of the Illinois association, closed the 
program with a review of legislative 
progress recently secured in Ohio 
through the effective work of its state 
association. He emphasized the need of 
protecting an agent’s business against 
raids that are aimed primarily at the 
securing of additional commissions at 
the expense of misinformed policyhold- 
ers. Something can be accomplished if 
the local associations throughout the 
state unite in a sane, constructive pro- 
gram and build up their membership 
until it commands respect. The ways 
and means of securing legislation in the 
interests of policyholders was discussed, 
and‘a committee appointed with power 
to act in the matter. 

G DeLong of Champaign was 
elected vice-president to fill the unex- 
pired term of Chester O. Fischer, who 
moved to St. Louis. A resolution was 
adopted thanking Mr. Fischer for his 
leadership in organizing the Illinois 
association. The next meeting of the 
state body will be held in Decatur in 
May and the Decatur association is al- 
ready making plans to attract a large 
attendance throughout the state. 


* * * 


Colorado—With 100 members in at- 
tendance, the Colorado association held 
its first fall dinner meeting last week, 
presided over by Ralph Taylor, president. 
Reports on the Atlantic City meeting of 
the National association were made by 
A. Norman Dempsey and J, Stanley Ed- 
wards. The 16 weeks sales course at the 
Y. M. C. A. this year, sponsored by the 
organization, will be under Harry W. 
Wood, superintendent of agencies of the 
American Life. The classes were started 
by Mr. Wood, Oct. 27. 

B. A. Knox, sales specialist, talked of 
the practical features of life insurance 
selling. Cyrus K. Drew,’ editor of the 
“Insurance Report,” read what purported 
to be a report from the traveler from 
Altruria, setting out a review, in the 
year 1951, of the changes in the life 
insurance business between 1926 and 











Van Houten of Davenport, president of | 


Clinton F. Criswell, managing director | 


HAS INTERESTING HISTORy 
Cincinnati Life Underwriters Association 
Was the First Organization of 

the Kind Established 


| 





The first meeting of the Cincinnatj 
Life Underwriters Association was held 
Friday. The new president, John M. 
Mulford, manager of the Equitable of 
New York, presided and gave an inter- 
esting review of the history of the Cin- 
cinnati association, the first to be or- 
ganized in this country. The first regu- 
lar meeting was held June 10, 1872, and 
although spasmodic attempts had ‘been 
made to organize association at Chicago 
and Pittsburgh, the first Cincinnati as- 
sociation lasted for several years, 
Among the organizers and charter mem- 
bers there were three men with sons or 
grandsons now in the business in Cin- 
cinnati: Collin Ford of the Aetna Life, 
J. W. Iredell, Jr., of the Penn Mutual, 
and W. A. R. Bruehl of the Home Life. 
In 1910 the association was reorganized 
with W. A. R. Bruehl, Sr., as president, 
and from that date it has. been a live, 
active and useful organization. There 
are some 450 men and women in the 


Houston, Tex., manager of that state 
for the Northwestern National of Min- 
neapolis and formerly assistant super- 
; intendent of agencies at the home office. 
Mr. Hewitt struck out straight from 
the shoulder on many matters concern- 
ing the welfare of life insurance men 
and was a forceful and_ interesting 
| speaker. He said that in February or 
| March would be launched at Chicago 
| the American College for Life Under- 
writers and that the time would come 
when every life insurance man would 
be a chartered salesman, as in Canada. 
He displayed some literature of the 
Community Chest, which finances the 
social organizations of Cincinnati, and 
said the day would come when every 
life insurance man would realize that it 
is his duty and privilege to make many 
social service associations unnecessary 
by furnishing relief through life insur- 
ance. 





* * * 


Los Angeles—About 300 members and 
guests attended the dinner-meeting of 
the Los Angeles association, Oct. 28. The 
principal speaker was Roy Ray Roberts, 
associate manager *f the Massachusetts 
Life, who presented his famous demon- 
stration in the development and sale of 
program insurance, which has been given 
before various associations from coast 
to coast and has always aroused the 
greatest interest. He was assisted by 
Joe Marshall, Massachusetts Mutual rep- 
resentative at Pasadena, as the prospect. 

Resolutions honoring the memory of 
Spencer S. Cole, secretary of the asso- 
ciation for the past ten years, and Layton 
A. Greenwood, manager for 16 years of 
the local agency of the Travelers, were 
adopted. 

President Jenkins announced that 30 
applications for membefship had been 
made during the evening, and that the 
November meeting would be in charge of 
Kellogg Van Winkle of the Equitable 
Life of New York. 

* * * 


Buffalo, N. Y¥.—The importance of 
proper training for life insurance men 
was emphasized by James A. Whitmore, 
agency manager of the Phoenix Mutual, 
in an address before the Buffalo asso- 
ciation last week. The reason for failure 
of many men who start out in the life 
insurance business, outside of pure lazi- 
ress, is lack of training, he declared. An- 
other is his willingness to let his family 
live on half of what they ought to have. 
“The man who starts out in the business 
with a determination and a promise to 
himself that he is going to make good, 
never fails, if he is properly trained by 
his company,” he said 

Mr. Whitmore claimed that it costs a 
well organized company at least $1,500 





1950. 


to train a man to the point where he can 


life business in Cincinnati of whom 
fewer than 200 are members. 
H. G. Hewttt Spoke 

The speaker was H. G. Hewitt of 
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eae 
become successful. This is true, he said, 
in spite of the feeling some insurance 
men have that it does not cost the com- 
pany anything to train their men. Too 
many men follow the theory that service 
precedes salesmanship, he said. He em- 
phasized his point that service always 
should follow salesmanship. If sales- 
manship cannot sell a man life insurance, 
service certainly cannot, and the man 
who wastes his time offering free service 
to a man after his salesmanship has 
failed, is wasting his time, he aid. He 
told of the folly of sending a saleman 
out who has not been thoroughly in- 
formed on life insurance. He said many 
managers put fear in their salesmen by 
talking resistance too much, Too many 
men go to their prospect in an apolo- 
getic attitude to talk on the biggest 
thing that could interest him regarding 
his future, the protection of his family 
and estate. 
a 
New York—The monthly meeting and 
dinner of the New York City association 
will be held November 9. An attendance 
at least equalling the record of 750 es- 
tablished at the first meeting last month 
is anticipated. Executive Secretary F. 
P. McKenzie announces that the speak- 
ers will be Charles G. Taylor, Jr., assist- 
ant manager and actuary of the Asso- 
ciation of Life Insurance Presidents, and 
Dr. Fenwicke Holmes, pastor of the 
First Church of Divine Science, New 
York City. While he has not yet an- 
rounced his subject, it is understood 
that Mr. Taylor will deliver a selling 
talk that will doubtless be of great in- 
terest and service to his audience. Dr. 
Holmes has a magnetic personality and 
is known throughout the country not 
only as an author of many books on 
psychology and metaphysics, including 
his widely read “Law of Mind in Action,” 
but as an inspirational speaker famous 
for his addresses to various organiza- 
tions on business psychology, business 
optimisth and selling methods. 
*x * * 


Altoona, Pa.—The Altoona association 
has decided to affiliate with the Penn- 
sylvania State Association of Life Un- 
derwriters, recently formed. 

There are a score or more associations 
in various cities of Pennsylvania at the 
present time and the formation of the 
state body is expected to increase the 
organization of local associations. Al- 
toona, Johnstown, York and Scranton 
and Harrisburg in the central Pennsyl- 
vania field all have active associations 
of life underwriters. 

= 

Deeatur, I1L—The Decatur association 
has completed details for the sales con- 
gress to be held Nov. 9, which insurance 
men from all over central Illinois will 
attend. T. J. Prentice, president of the 
local association, will preside, and J. A. 
Reynolds, vice-president of the Union 
Trust Company of Detroit, will be the 
principal speaker. 

* * * 

Oklahoma City—The Oklahoma asso- 
ciation announces a dinner meeting Nov. 
13. Wives, lady friends and members of 
the office forces of agencies are to be 
special guests. A program, specially 
qualified to interest the rate book man, 
was announced by George E. Lackey, 
program committee chairman, as follows: 
B. D. H. Powell of the local Equitable 
agency will address the ladies; Harry 
Linder will discuss income insurance; 
Charles Linder, “The Importance of Con- 
tingent Beneficiaries,” and Paul Harrup, 
boys’ work secretary of the Y. M. C. A. 
“How Life Insurance Will Change the 
Life of a Boy.” 

*x* x x 

Indianapolis—At the meeting of the 
Indianapolis Association last week Pres- 
ident W. W. Harrison announced the 
future plans of the association. The 
hext speaker is to be Harry McNamer, 
representing the Equitable of New York 
in Chicago, who will speak on “How and 
Why I Sell Program Insurance.” 

Fred Dickerman, former president, 
offered a resolution at last week’s meet- 
ing against twisting which was unani- 
mously adopted. It defined twisting and 
Suggested that it be discredited in every 
way, including the securing if possible 
of a ruling by the state insurance com- 
missioner that it is now a violation of 
the present statutes. 

It was also announced that the mana- 
gers’ association has contracted with the 
Indianapolis “News” and Indianapolis 
“Star” to run alternating advertisements 
in the two papers for the next eight 
months which will be paid for by the 
managers and carry no names but be 
educational in style. 

* * * 

Olean, N. Y.—Life insurance men in 

Olean met last week for the purpose of 


organizing a local life underwriters as- 
sociation. William A. Searle, assistant 
to the president of the National associa- 
tion, outlined the work now being done 
by other associations. 

An organization meeting is to be held 
in the near future at which time definite 
plans will be presented to the 40 life in- 
surance men now working in Olean. 

* * * 

New York State—The semi-annual con- 
vention of the New York State Associa- 
tion of Life Underwriters is being held 
in Elmira, Nov. 5. 

The New York City association ap- 
pointed as delegates to the meeting 
Harry Morrow, George Kederich, former 
president of the local association, and 
Julian S. Myrick of Ives & Myrick, man- 
agers for the Mutual Life of New York. 
The meeting is in charge of President 
Myrick and Secretary Vincent B. Coffin, 
director of the life insurance training 
course of New York University. 

x * * 

Northern California—The regular 
monthly luncheon meeting of the North- 
ern California association was held in 
San Francisco Oct. 27. Richard E. Ran- 
dall talked on “Sales Psychology,” and 
Clarence W. Peterson of the Phoenix 
Mutual Life, who attended the National 
association convention at Atlantic City, 
gave a general review of the convention 
meetings. 

x * * 

Cleveland, 0.—John W. Yates, general 
agent of the Massachusetts Mutual at 
Detroit, will be the speaker and guest 
of honor at the November meeting of the 
Cleveland association today (Friday). 
“A Program of Life” is the title under 
which Mr. Yates will tell of his sales 
experiences in building up a $9,000,000 
agency and in producing personally more 
than $500,000 annually. 

* * * 

Des Moines—Mansur B. Oakes, the re- 
search & Review Service of Indianapolis, 
will be the speaker before the Des 
Moines association Saturday noon, An 
attendance prize will be awarded. 

*x* * * 

Sioux City, Ia—The executive commit- 
tee of the Sioux City association met 
Monday to make plans for a dinner- 
dance to be given Nov. 13 for members 
of the association and their wives and 
friends. 


ACTUARIAL SOCIETY IN 
SEMI-ANNUAL MEETING 


(CONTINUED FROM PAGE 1) 
would suggest that the semi-tropical 
scale of premiums might be charged 
there under present conditions if only 
the best type of risk was selected. He 
added, however, that in countries where 
the semi-tropical scale was charged, the 
company would not be justified in charg- 
ing the natives according to the do- 
mestic scale. That selection has been 
constantly exercised against the com- 
pany is shown by the fact that in all 
countries with the exception of Japan, 
heavier mortality is shown by amounts 
than by policies. 

Caution Is Needed 


He concluded that the effects of med- 
ical selection do not last beyond the first 
year except for recent years of issue 
when the full effect is shown in the 
second year. As a result of many visits 
and a thorough investigation of tropical 
countries, Vice-President Hunter is of 
the opinion that there is a need of cau- 
tion in doing business in them. But 
with caution, business can be profitably 
transacted in them, he said, in spite of 
tendencies toward heavier taxation and 
severer restrictions upon foreign com- 
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WHICH IS THE LOWEST 
COST COMPANY? 


Perhaps no company can claim to have the Lowest Cost 
on all form of policies at all ages and for all durations, but 
the net cost of our “SPECIAL FIVE” is very unusual. 
Compare our cost on this policy with that of Government 
Insurance or with that of the lowest cost company you 
know of. 


The Preferred Risk $5,000.00 Special 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 
(contingent upon payment of second premium) 











Net Cost First Year $89.25 or $17.85 per thousand! 
HOW DOES THIS STRIKE YOU? IT IS GOING OVER 
BIG! 


PERFECTED ENDOWM ENTS return the savings in addition 
to the face of the policy at death. The forfeiture of the excess pre 
miums over the ordinary life premiums is avoided. 


CHILD’ ENDOWMENTS issued from Age One Week up, with 
Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 


The improved GOLDEN RULE AGENT’S CONTRACT gives— 


VESTED RENEWALS, 
UNRESTRICTED TERRITORY, 
AUTOMATIC PROMOTION. 


_Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street 
Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 


























































































We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 


























Contract: 








i or commissions 
Address S. W. GOSS, Vice-President, 134 N. LafSalle St., Chicago, III. 


THE SECURITY LIFE INSURANCE CO. OF AMERICA 


0. W. JOHNSON, PRESIDENT 


WITH 


AND THAT HAS 


Paid Policyholders since organization..........................Five Million 
WANTS—General Agents and Managers in 17 states 
—Commissions i 


and expense allowance 
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You may believe there is nothing 





new under the sun, but after con- 





sidering our General Agency 
proposition you may not be so 
sure about it. 


HE Gem City Life was or- 
' ganized in 1911. For over 
15 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience — big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seek- 
ing in a company. 





General Agency Openings in 
West Virginia, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 








The GEM CITY LIFE 


INSURANCE COMPANY 
Dayton - - Ohio 








| I. A. MORRISETT, Vice-President |-— 


i a, ae, ca, call, al, a, a, el, ei al, a, al, a, ai 





“ie <i <a <a ee 





- 
—e Ee 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON MASS. 


Chartered 1835 Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 


Do Our Standards Appeal To You? 
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We he ings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Kane., Md., Mich, 
shave openisfinn., N. M.,N.C., Okla. 3. Ds W. Va. and Wye. 7 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 














panies and the difficulties arising from 
fluctuating currencies. 


Consider Disability Reserves 


“An Actuarial Note; Disabled Life 
Force of Termination” by Walter G. 
Bowerman of the New York Life was a 
short mathematical treatise dealing with 
calculations of the rate of termination 
(recoveries and deaths) among disability 
claims in the early disability years or in 
various parts of the first disability year 
when such rate is changing rapidly. In 
his other paper on “Disabled Life Re- 
serves,” he said that it would be a num- 
ber of years before the present day ex- 
perience on the longer durations could 
be studied in sufficient volume to give 
reliable results. He then illustrated 
numerically the statement in the report 
of the joint disability investigation that 
“for longer durations the true reserve 
would exceed 100 percent of Hunter’s 
table, but for the earlier years the values 
are slightly overstated so that, taking 
into account the relatively small num- 
bers at the long durations, the sug- 
gested rule (reserves for disabled lives 
to be taken as percentages of the stan- 
dard Hunter’s reserves) would give on 
the whole conservative results until 
further investigation can be made from 
experience.” 


Experience Is Insufficient 


In his paper on “90-day Disability 
Experience,” Associate Actuary H. S. 
Beers of the Aetna recombined and 
graduated the two rather divergent 
classes created in the joint committee’s 
report on 90-day disability experience. 
He pointed out that the resulting disa- 
bility rates are approximately the 
weighted average of the committee’s 
figures for the two classes but that the 
annuity values on disabled lives are in 
general higher. Premiums on _ three 
plans and some specimen reserves were 
compared with MHunter’s and were 
shown to be much higher than the pres- 
ent standard. “These figures are all 
based on insufficient exposure,” he said, 
“but that is no reason for assuming that 
future disability rates will be lower 
than past rates, particularly as sickness 
has been increasing during recent dec- 
ades while mortality rates have been 
decreasing.” 


Shows Growth of Business 


Speaking of the “Development of Life 
Insurance in the United States during 
the Last Ten Years,” Assistant Actuary 
J. S. Elston of the Travelers declared 
that the total amount of life insurance 
in force in regular and industrial com- 
panies now exceeds $67,000,000,000, hav- 
ing increased more in the past 7 years 
than the preceding 76 years. In 1925 
the total income of the companies was 
more than $3,000,000,000 and the pay. 
ments to policyholders $1,250,000,0v0, 
the increase in income in the past 9 years 
being equal to that of the previous 56 
years and the return to policyholders 
during the past decade being greater 
than the total for the preceding 55 year 
period. The most important advance of 
the decade, according to Mr. Elston, has 
been made in the field of group insur- 
ance, the amount in force being 40 times 
what it was 10 years ago. But in spite 
of this huge increase he pointed out that 
the average policy in force for each 
adult male in the country even now 
amounts to only $1,554. Although this 
figure is three times the size it was ten 
years back, he stressed the statement 
that it is still grossly inadequate. 

The next meeting of the organization 
will be the annual convention, to be 
held in New York next May. 


Board Met in Chicago 


The board of trustées.of the National 
Association of Life Underwriters held a 
meeting in Chicago, Nov. 4. The board 
of trustees is composed. of George D. 
Alder, Salt Lake City, president of the 
association; Frank -L. Jones, Indian- 
apolis, chairman executive committee; 
Charles A. Foehl, New York, treasurer: 
J. S. Edwards, Denver; Hugh D. Hart, 
New York; George E. Lackey, Okla- 
homa City, and Franklin W. Ganse, 












vo can insure many 
things—but the best in- 
surance will never replace 
your business records. 


GF Allsteel Safes, tested and 
approved bytheUnderwriters’ 
Laboratories, have brought 
their contents, uninjured, 
through countless severe fires. 
The Allsteel mark on office 
equipment is your guarantee 
of permanent satisfaction, 


Write for a copy of the GF 
book: “Safeguarding the 
Vital Records of Business.”’ 


The General Fireproofing Co, 
Youngstown, Ohio 
Canadian Plant: Toronto, Ontario 


































































Attach this coupon to your firm letter heos 





NU 
The General Fireproofing Co., Youngstown, 0. 
Please send me without obligation a copy ¢ 
your book “Safeguarding the Vital Recor 
of Business.” 





Boston. 
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Program Insurance Is Very Forcefully 


Pictured in Address Before John C. 
Mc Namara Organization of New York 


By JAMES A. TYSON 
Philadelphia 


a detailed discussion of why pro- 

gram insurance is used. You can 
read that in most any magazine that 
you pick up but I am going to try to 
show you how a simple plan that I have 
used rather successfully has worked. Of 
course you know that if there isn’t any 
specific purpose there is no necessity 
for a program of any kind. I have a 
little son nine years old who said to me a 
couple of weeks ago, “Daddy, I want to 
make a bookcase.” “Well,” I said, “Son, 
of course, ve will have to find out about 
what size of bookcase it is that you want 
to make” and so we sat down and we 
worked out the size that he wanted. 
Then I said, “Now the next thing that 
it is necessary for us to do is to go and 
get the lumber.” So we purchased the 
lumber for that bookcase and we pur- 
chased the screws and the nails. We 
brought it back to his work shop and 
then we measured the lengths. I started 


| DON’T intend to attempt to go into 





him on it and then went on my way. 
The next night when I came home, he 
came out to me, his face all beaming 
and the sweat running down over his 
face. He said, “Daddy, I have made my 
bookcase”—and he had made a very 
creditable bookcase and had put the final 
touches on it with paint. That was a 
program. He had a definite specific pur- 
pose in his mind and he worked it out 
by putting together the essential parts 
of that bookcase—in this case the parts 
of a bookcase and so it is in life in- 
surance. We must have a definite pro- 
gram if we are going to get very far, 
both as to the program for yourself in 
working and the program for your pros- 
pect, or your client, in writing his life 
insurance—in serving his needs. 


Tells How He First 
Became Interested 


It might interest you to know that | 
this idea of program came to me early 





in my insurance experience and I have 
been working on it now for about ten 
years. I don’t know much about it but 
have had a little experience that I be- 
lieve may be of some value to you and 
it came to me in this way—one day my 
telephone rang and a man said, “Mr. Ty- 
son, may I see you if I come down to 
your office?” I said, “Yes.” He said, 
“It will take about one hour.” Well, he 
walked into my office with a little bundle 
under his arm and threw it down and 
said, “For God’s sake, tell me what I've 
got!” I said, “From the size and shape 
of it it looks to me like some life insur- 
ance.” He said, ‘But what have I got?” 
I turned to him and said, “What in the 
devil did you buy it for?” He 


| 





said, | 


“Well, if anything happened to me I | 


want my family taken care of.” 


He had twelve or thirteen policies, 


| 
case 


some over $1,000, none over $5,000. I} 


said, ‘Do you want me to help you?” 
He said, “Yes!” I said, “Do you own 
your own home?” He said, “Yes!” I 
said, “Take this policy of $5,000 and 
put a letter with that policy instructing 
your wife to take $4,500 in case of 
your death and clear the house.” “Now,” 
I said, “It is going to take some money 
to finish your administration the way 
it ought to be finished.” So we set 
aside a $2,000 policy. 

“Now,” I said, “Mr. Black, I presume 
that you give your wife an allowance.” 


“Do you give it every two weeks or 
monthly?” He said, “The first of the 
month I give her a check.” I said, 
“Did it ever occur to you, Mr. Black, 
that it might be a good thing to con- 
tinue at least a portion of that check 
after you are gone?” Well, we took 
enough of his policies that would yield 
at least $65 a month and when he saw 
that $65 he said, “That isn’t enough.” 
I said, “No, but we have got to make 
this insurance go just as far as we can 
make it go.” He has a little girl. I said, 
“I presume you plan to send your 
daughter to college!” He said, “I cer- 
tainly do!” Well, we took the $4,000 
policy that he happened to have and I 
said, “Let’s arrange that, making your 
daughter beneficiary and provide that in 
of your death before she is 18, 
the company take care of that money 
for her at the rate of $1,000 a year. 
Not in a lump sum, but $250 the first 
of September and $250 the first of Feb- 
ruary and the other $500 paid in $50 
monthly installments” and that took up 
all his life insurance. 

I wrote all of those letters for him 
and he said, “Mr. Tyson, I am going 
to have $50,000 of life insurance some 


| day and I am coming right,into your 
| office and get it” and gentlemen, in less 


than a year he came into my office and 
when I shook hands with him he said, 
“Well, I am here to buy that life insur- 














GENERAL AGENTS WANTED 


in Illinois, Indiana, Michigan, 


ROYAL UNION LIFE 
INSURANCE COMPANY i Nines, Toblons, Biigns 


Des Moines, Iowa 
(WE OFFER 2" 


. Low net cost. 
. Full reserve values, second year. 
3. Financial assistance in building agency. 

. Up-to-date policy forms and disability 
clause with double indemnity. 

. Several special policies not issued by 
other companies. 

. Correspondence course for new agents, 
very attractive literature and direct-by- 
mail advertising for prospects. 


Offers an unexcelled line of policy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 


We write women on equal basis with men. 
Splendid agency openings are now available. 


Write William Koch, Viée President and 
Field Manager. 





ADDRESS 
H. B. ARNOLD, President 
or 


HAWKINS, Manager of Agencies 


The 
MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
“Tits Performances Exceed Its Promises” 


J. A. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A.C. Tucker, President 
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ance” and instead of increasing it to 
$50,000, he increased it to $75,000. 

Now, that was early in my experience 
in the life insurance business and it came 
to me then that very few people have 
their life insurance arranged so that it 
will do all they want it to do and I 
started with that little experience and I 


GENERAL STATE 
AGENTS 


Do you know that you can do a 
real job of agency building? Would 
you like a real opportunity? An ag- 
gressive growing middle western 
company wants state agents in 


Missouri, Iowa, Illinois and Minne- 
sota. We don’t want theorists, has- 
been or rocking-chair leaders. 


We 


Give all infor- 
mation in first letter. If possible 
send a recent photograph. All an- 
swers treated in strict confidence, 
and will be sent direct to the Presi- 

Address Lock Box 320, Lin- 








TWENTY YEARS 
and the 
CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 


W rite for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 


THE 


UNITED STATES LIFE 


INSURANCE COMPANY 


In the City of New York 
Organized 1850 Non-Participating Policies Only 








Over 71 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 











WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man, It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life anderwriting 
contract with Fidelity. 

Fidelity originated the disability provision, .the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 in 
assets and over $330,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


have been trying to sell all the life insur- 
ance with that idea. 

Now, I have seen programs and pro- 
grams—some very elaborate pieces of 
material on which the agent and. his 
stenographer probably have worked for 
three or four days and it is a beautiful 
thing to look at but my experience has 
been that those things scare your client 
and I believe that the simpler you can 
make a program for your prospect the 
better it is going to be for you and for 
him and so have evolved a little 
scheme—a very simple one—a little vol- 
ume. I usually’ put the name of the 
individual on that folder if I have the 
information about him first. I don’t 
know whether that will do in New York 
or not, but is a very important factor, 
but you probably have to get your man 
at the time, but if you can get the in- 
formation I usually like to put the name 
on the outside and then I think probably 
one of the best ways to illustrate the use 
of this is to tell you of an experience I 
had with one of the boys in our office. 


Tells of Case in 
Which Program Was Used 


He came to see me one day and said, 
“IT have gotten you into trouble.” I 
said, “Can you get me out of it?” He 
said, “I went down here to see a pros- 
pect—a doctor—and I was trying to 
talk insurance to him along the program 
idea and he toid me flatly that he wanted 
to have an expert talk to him. I told 
him you were that expert.” Now that 
boy was new and the prospect knew 
that he was new and in accordance with 
the way the doctors minds work, nat- 
urally turned to the idea of a specialist. 
That boy could have done the same 
thing. He said he had made an appoint- 
ment for me and I went down with him. 
He told me that the doctor was 33 years 
old, had a wife and two children—that 
he had $18,500 of life insurance, that he 
wanted to quit when he was fifty and 
have an income for the rest of his life. 

So he introduced me and I said, “Doc- 
tor, I understand that you have some 
problems that are giving you some con- 
cern.” He said, “You are right.” I 
said, “I came along down here with Joe 
to see whether you and I couldn't sit 
down and work these problems out to 
your satisfaction.” He said, “All right, 
let’s go!” He opened his desk and 
threw out his policies. I said, “I want 
to show you something first.” I pulled 
out one of these pamphlets and said, “I 
want you to look at that.” It said 
“Purchase Your Life Insurance to Cover 
Specific Needs”; that’s all there was on 
it. I didn’t say another word. The doc- 
tor thought a minute—he said, “Well, 
I bought these policies just haphazardly. 
I haven’t arranged them so that they 
do as you say—that gives me a new 
thought. ” I said “Yes, I want you to 
think about.” I said, “Let’s have your 
policies.” 


Detailed Analysis Used 
to Make Good Sale 


I then turned to the next page, the 
top of which I had headed, “Confi- 
dential Information”—now I have tried 
to put the things in this pamphlet that 
would really have some meaning. “Con- 
fidential Information”—that gets over in 
pretty good shape. The man feels right 
off the bat that the relations between 
him and myself are entirely confidential. 
I said, “Doctor, will you read over these 
policies, the amounts, etc.; the number 
of years paid?” I didn’t ask him for the 
premiums he was paying. I never ask 
for the amount of premium. When we 
had finished that, I asked him his age; 
his wife’s age. I said, “I understand 
you have two children.” I then asked 
for the names of the children—which 
he gave. I usually put more under that 
heading if I can get it—for instance, if 
he has another estate’ and I feel I can 
get that information I put it on too. 
In other words, I put on this page, 
every bit. of information that I feel 
will be helpful to me in solving his 
problem. I prefer if possible to get that 
information ahead of time—you can 
work it either way, however. 


turned to the next page and on that 
page is the heading “Needs” and I have 
listed them under seven heads. I might 
say that when I am letting my prospect 
read these I don’t discuss them with 
him. The first, then, is “Sufficient Sum 
to Pay Funeral Expenses”—the second, 
“An Emergency Fund for Hospital or 
Sanitarium Expenses.” Third, “A Suffi- 
cient Sum to Cover Cost of Administra- 
tion, Executors’ Fees, Federal and State 
Taxes.” The fourth, “A Sufficient 
Amount to Pay Incumbrances on Home 
and Other Obligations.” The fifth, 
“Life Income for Wife” (Larger income 
until children reach maturity). Sixth, 
“Educational Fund for Children.” 
th, “Old Age Fund for Self and 


him, “Doctor, I think you will agree 
with me that if you accomplish these 
seven things that you have done the 
biggest job, which is to provide for your 
family in case anything happens to you 
and to provide for yourself in case you 
reach old age. He said, “I agree with 
you.” Now keep in mind he wanted an 
income at 50. 

Then we turned to the next page and 
it is No. 1, “A Sufficient Fund to Pay 
Funeral Expenses.” Now he happened 
to be a Hebrew and I learned that he 
had no necessity for a fund for burial— 
that that is provided. As we discussed 
that with him he said, “$1,500 will 
be sufficient for that.” I like to get my 
prospect to tell me the amount that it 
will take for each one of those items 
and very frequently I have been able 
to get them to put the amounts in there 
themselves. 


Summary Showed Need 
for Very Large Policy 


We passed on to the next page. Some 
of you may wonder why I don’t have 
it all on one page. I don’t because I 
want to sell my man the idea of each 
one of those points—I don’t want him 
to see, until I am ready for him to see, 
the accumulation of amounts of insur- 
ance that will be needed to cover the 
different needs and so we turn to 
“Emergency Fund.” I have found that 
90 percent of the people have not any 
idea about it. He said, “What do you 
mean by ‘Emergency Fund?’” I said, 
“Now, Doctor, you probably have had 
some illness in your family—you have 
probably seen a lot of illness in other 
families—does it cost any money”? He 
said, “I see what you are driving at.” 
I said, “Doctor, your family is going 
to be subject to the same illness, same 
hospital bills, after you are gone as they 
are now. Do you want your wife to 
go into the income producing part of 
the estate to get it’? So he said, “$5,- 
000 I think would about do it. That 
isn’t any too much but I think $5,000 
would be all right.” “Now,” I said, 
“I am going to advise that you have that 
$5,000 or whatever the amount is that 
you have for the “Emergency Fund” in- 
vested in guaranteed first mortgage 
bonds because they are liquid and be- 
cause they can be purchased in amounts 
from $100 up. We passed on to the 
next one which is No. 3 “The Admin- 
istration of the Estate.” He said, “Well, 
I haven’t accumulated much estate as 
yet.” I said, “You have an income tax 
to pay out quarterly’—he told me he 
paid it quarterly. “All right,” I said, 
“It is going to take at least a certain 
amount of money because you will al- 
ways have to pay income tax.” He 
said, “What about federal and state 
taxes”? I said he didn’t need much 
there. He said, “$2,500 will more than 
do it, but I am accumulating some 
money so will anticipate it a bit.” And 
the fourth, “Paying the Incumbrances 
on the Home.” He said, “I have a 
mortgage of $3,000—put that down.” 
We passed on ‘to “Life Income for 
Wife,” I said, “Doctor, how much do 
you think it will be necessary for your 
wife to have every year to live some- 
what near the way you are living now?” 
He said, “At least $100 a week.” (I 
never discuss that income for his wife.) 
I put down $100 per week or if he states 











When we got through with that, I 





it to fie ina tonthly amount I put ‘it 


in there. I try to make that figure just 
- as I possibly can. 
e pass on to the “Educatj 
Funds.” He wants to send children ef 
college. So we provided in the same 
way that I told you about a little while 
ago—$4,000 for the son and $5,000 for 
the daughter. Now a lot of you are col. 
lege men and you know that it costs 
more to send a girl through college than 
a boy. I know that it costs about $1,099 
more for that purpose so we provided 
$5,000 for that and when I showed him 
how I would advise his arranging it as 
I told you a little while ago—it hit him 
right between the eyes. 

We passed to No. 7. You might won. 
der why I put that in it. I will not 
dwell on the psychological arrangement 
of the thing but think there is a good 
bit of psychology in No. 7. An old age 
pension for yourself and wife. Now 
mind, we’ have provided for a clean-up 
in the emergency and the estate settle. 
ment and the mortgage and income for 
the wife and education of the children 
and now the old age pension. I said, 
“Doctor, probably a lot of fellows would 
tell you to buy a policy that will mature 
when you are 60 or 65. I presume that’s 
about the time you will want to quit.” 
He said, “Well, about 60 or 65—I will 
be through.” I said, “Doctor, if you ac- 
complish all these other things that we 
have been talking about and you live 
to be 60 or 65 you can go back to your 
other policies and take out if you want 
to, the funds to buy yourself and your 
wife an old age pension.” I said, “My 
feeling is that you don’t need that No. 
7.” I am getting ready to summarize 
for him and make him feel he doesn't 
need to do any more. 


Evidence of Effective 
Use of a Program 


I said right here, “Doctor, it is simply 
a question of which is the most impor- 
tant—your family or yourself.” I said “I 
don’t believe for a minute, after my talk 
with you, that it is anything other—at 
the very pinnacle of your mind than the 
good of your family.” He said, “You are 
right.” 

We turned over to the last page and 
I have “Summary 1-7.” I gathered up 
from each one of these the amount and 
set it down and right next to the num- 
ber and again I put the wife’s income— 
$100 per week. Then I took the life in- 
surance he already had and checked it 
off. The $2,500 I skipped, the income 
for wife, and I skipped $4,000 which was 
the mortgage for his home and found 
$18,500 was enough to do all the other 
things and leave a balance of $500. But 
he still needed mortgage for home and 
$100 a week for wife. On the right- 
hand side of the page I put $3,000 ior 
the mortgage and said, “Now you want 
$100 a week for your wife.” I said, 
“That’s approximately $5,000 a year— 
you would have to put away $100,000 
at 5 percent, wouldn’t you?” I said: “It 
will take just $100,000 of life insurance 
to do that if you put it down. Then I 
drew a line. I said, “103,000 will just fix 
you right.” He said, “Wait a minute, 
my wife already has $50 a week.” 
said, “All right we will discount $50,000 
which leaves $53,000.” He said nothing 
about premiums. I said, “This is just 
the way you want to do it. You can 
afford it, can’t you?” He said, “Yes, if 
it isn’t too high.” I told the agent 
then, the doctor wants to provide that 
other $53,000. We wrote the application 
—the premium was somewhat over $1,- 
400. 

That’s the way I use it and boys, it 
has been very very effective. 





Underwriter Wanted 


Large Chicago life company wants 
lay underwriter or one familiar with 
underwriting methods to act as 
assistant to department manager. 
An unusual opportunity. Give com- 
plete details. 


Address T-73 
Care The National Underwriter. 



















